. 
\ 
| 

( 


4 


i 


‘62nd Year No. 39 


—The National Weekly Newspaper of Life Insurance— 


SieNATIONAL UNDERWRITER 


September 27, 1958 











if 
IF, 


- | Solid Industry Backing 


By ROBERT B. MITCHELL 


A new mortality table having full 
industry backing looks like a good 
pet to get National Assn. of Insurance 

‘ Commissioners’ approval at the NAIC 
December meeting. 

An industry actuarial advisory com- 
mittee, headed by James T. Phillips, 
senior vice-president and chief actuary 
of New York Life, and representing all 
types of insurers and geographical 
areas, has agreed on a table that dis- 
poses of objections that some compan- 
' . ies, mainly the smaller stock insurers, 
had voiced against table X-17, unsuc- 
cessfully proposed last year. 

Commissioner Sheehan of Minne- 
sota, chairman of the NAIC subcom- 
mittee on deficiency reserves and 
mortality table review, this week 
issued a statement expressing optim- 
“ism on the outcome of the meeting 
f §=6of the industry actuarial advisory 

+ committee and the NAIC actuarial 
subcommittee next Monday and Tues- 
day in Minneapolis. 


Committee Cleared Way 


The way was cleared for a new 
table that would be free from previ- 
ously expressed objections when the 


Tremere mete teen 





‘e NAIC actuarial committee decided not 
P to insist on the rates, including mar- 
¥ gins, being held to levels no higher 


than the U. S. white male morality 
rates. 


hig # 
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‘ay: This requirement resulted in some 
alo extremely thin margins in the juven- 
Mago ile age range—of the order of 25 cents 
—a per $1,000 of face amount. Since the 


mortality in this age range is only 
about 50 cents per $1,000, the margin 
was a high percentage but so low in 
actual cash money as to cause mis- 
givings to many of the smaller stock 
companies, particularly in connection 
with extended term. 

A strong unifying influence on the 
industry representatives is that the 
{H new table is not tied in at all with the 


deficiency reserve problem but is 
being treated strictly as a matter of 
the need for a more modern table. 
Though it is less than 20 years since 
adoption of the 1941 CSO mortality 
table, the improvement in mortality 
between the 1930s and the present 
has been so great that the 1941 CSO 
table is as redundant as the American 
Experience table of 1868 was 20 years 
ago when the 1941 CSO table was 
being projected. 


Deficiency Reserve Problem 


Action on a new mortality table was 
being spearheaded last year by some 
companies that had a deficiency re- 
serve problem and wanted to solve 
it by a more modern mortality table. 
State laws require that if an insurer 
charges a lower gross premium rate 
than the CSO net rate, it must set up 
a deficiency reserve to reflect this 
difference. With a mortality table 
based on more nearly current experi- 
ence, there would be no deficiency 
reserve needed until such time as the 
new table became outmoded. 

However, some of the smaller stock 
insurers became concerned lest this 
change permit the larger stock com- 
panies to charge such low rates that 
the smaller companies would be at a 
serious competitive disadvantage. Also, 
some of the largest companies, such 
as Northwestern Mutual Life, took the 
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New Mortality Table Has Ordinary Sales Drop 


1% In August; Group 
Shows 8% Increase 


Sales of ordinary life in August 
were $3,738,000,000, a 1% decline, and 
for the first eight months of 1958 were 
$30,702,000,000, a 3% increase, accord- 
ing to LIAMA. Group life sales, on 
the other hand, totaled $800 million 
in August, a rise of 8%, and for the 
eight months were $7,739,000,000, a 
17% drop. 

Sales of all types of insurance were 
$5,086,000,000 a less than 1% increase 
for the month, and for the eight 
months were $42,727,000,000, or down 
3%. 

Industrial life sales of $548 million 
were off 1% for the month, and $4,- 
286,000,000 in sales for the eight 
months showed a decline of 8%. 


Wash. National 


Planning Stock 
Dividend Of 33 1/3% 


Directors of Washington National 
are understood to be proposing a stock 
dividend of 33144%. This would raise 
capital from $15 million to $20 million, 
and increase the number of par $10 
shares from 14 million to 2 million. 
The stock has been inactively traded 
in the last few months in the vicinity 
of $60, although in recent weeks de- 
mand has picked up with no stock 
offered. 








Late News Bulletins... 








Citizens Life Of New York Stock Offered 


An underwriting group headed by Lee Higginson Corp. has offered for public 
sale a new issue of 150,000 shares of $2 par value common stock of Citizens Life 
of New York at $12.50 per share. The company is licensed to write ordinary, 
group and group credit life in 18 states and the District of Columbia and has 


applications pending in six other states. 








guest of honor are, from left, Ward 





: RETIRING PRESIDENT HONORED—National Life of Vermont hosts a tradi- 
tional New England breakfast in honor of Eugene C. DeVol, general agent at 
Philedelphia and retiring president of American Society of CLU, center, at the 
annual convention of National Assn. of Life Underwriters in Dallas. With the 


Phelps, superintendent of agencies of 


, National Life of Vermont; Dr. S. S. Huebner, president emeritus of American 


College; Mr. DeVol; Julian S. Myrick, chairman of American College, and 
ie William H. Andrews Jr., manager of Jefferson Standard Life at Greensboro, N. 
, ©, who succeeds Mr. DeVol as president. 


LIC Hits ‘Total Income’ 
Method Of Taxation 


ATLANTA—Life Insurers Confer- 
ence, at a special meeting here unan- 
imously adopted a resolution re- 
affirming its advocacy of the invest- 
ment income approach for taxing life 
companies and coming out strongly 
against the total income approach 
favored by a group of mutual com- 
panies. The resolution calls the latter 
approach inequitable and unworkable, 
on both theoretical and _ practical 
grounds, and says it would give the 
large mutual companies an unfair com- 
petitive advantage. There were 98 rep- 
resentatives present from 55 of the con- 
ference’s 91 member companies. The 
resolution will be reported in full in 
next week’s issue. 


LIA To Broaden Study 


Of Federal Taxation 


NEW YORK—Life Insurance Assn. 
of America’s board Wednesday adopted 
a resolution broadening its study of the 

(CONTINUED ON PAGE 23) 


‘Cheap’ Insurance 
Poor Stewardship, 
Says LOMA Chief 


Annual Convention At 
Atlantic City Covers 
Wide Range Of Subjects 


ATLANTIC CITY, N. J.—The true 
concept of stewardship, so character- 
istic of the life insurance business, is 





Everett H. Lane 


Roy A. MacDonald 


sometimes overlooked when it comes 
to that important asset, the agency 
department, said Peter McDonald, vice- 
president and secretary of Crown Life, 
in his presidential address at the an- 
nual meeting here of Life Office Man- 
agement Assn. 

“Are we good stewards to our 
agency force, or for that matter to 
the life insurance industry,” he asked, 





OFFICERS ELECTED 

President—Everett H. Lane, pres- 
ident Boston Mutual Life. 

Ist Vice-president—Charles H. Ba- 
der, administrative vice-president In- 
terstate Life & Accident. 

2nd Vice-president—Merrill R. Ta- 
bor, vice-president and secretary Berk- 
shire Life. 

New directors—Sterling T. Tooker, 
2nd vice-president Travelers; H. G. 
Bartholdi, 2nd _ vice-president and 
comptroller Minnesota Mutual, and 
John C. Timmerman, 2nd vice-pres- 
ident, ordinary and industrial insur- 
ance, Metropolitan Life. 





“when we stress the sale of ‘cheap’ 
insurance, at rates that are difficult to 
defend as adequate in these days of 
high cost ratios, and with such small 
commission provision that the agent- 
laborer may not receive his adequate 
hire? 

“Does this not conflict with the pro- 
fessional concept that we stress? Do 
we believe that we are providing the 
best service to all our individual ap- 
plicants for term insurance? Surely 
the old arguments against term cov- 
erage have not lost all their force. 
Reduced commissions on loss-leaders 
(if I may use this expression for some 
of our bargain policies) might devel- 
op into a trend to sacrifice the agent 
on the altar of competitive growth. 

“Many of us in this room have par- 
ticipated in the delivery of a check 
for a matured endowment policy and 
have heard the policyholder say, ‘I 
wish the agent had sold me twice 

(CONTINUED ON PAGE 21) 
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N. Y. Studies Gaps 
In A&S Plans Of 
Unemployed Worke 


The New York joint legislative com- 
mittee on ,health insurance plans has 
completed a statewide survey designed 
to find out as accurately as possible 
the point at which unemployed work- 
ers tend to drop their A&S coverage. 
Although results are not yet available 
Senator George R. Metcalf, chairman 
of the committee, said that the survey 


HteNATIONAL UNDERWRITER 


Former SEC Head Is 
President Of American 
Investment Life 


Financier Harry A. McDonald, form- 
er chairman of the Securities & Ex- 
change Commission and a one-time 
administrator of the Reconstruction 
Finance Corp., has been elected presi- 
dent of American Investment Life. 

Before holding the two government 
financial posts, Mr. McDonald was 
senior partner in the Detroit invest- 
ment firm of McDonald, Moore & Co. 

Mr. McDonald succeeds Frank Poole 
who resigned as president and be- 


will also help to determine whether * comes vice-chairman of the board and 


or not dropped A&S coverage among 
unemployed workers constitutes one 
of the “gaps in coverage” which his 
committee is empowered to investi- 
gate. 

Interviewers who interrogated ap- 
plicants for benefits in unemployment 
offices throughout the state requested 
the following information: 

—The number of weeks applicants 
have been unemployed. 

—The kind of coverage they have, 
and whether from Blue Cross or an 
insurance company. 

—tThe point at which they have had 
to drop coverage or at which they 
expect to have to drop it. 

—The number of people in their 
families. 

In announcing the survey, Sen. 
Metcalf said, “We suspect that there 
may be a substantial number of people 
in the state at any given time who 


chairman of the finance committee. 





are compelled to abandon their health 
insurance at a time when they are 
apt to need it most. One of these 
groups may be unemployed workers.” 

He said, “The healthy man or wom- 
an whose regular income is termi- 
nated through unemployment is in a 
serious enough position. If, in addi- 
tion, such people carry the burden of 
being unable to pay for medical care 
for themselves or their families dur- 
ing the period of their unemployment, 
their situation constitutes a social 
problem with which the committee 
must be concerned.” 

Sen. Metcalf indicated that the 
findings of the survey would be tabu- 
lated and studied by the committee as 
a first step toward possible legislation 
designed to ease whatever hardships 
the survey may uncover. 





Urges Establishing 
Of National Policy 
Against Inflation 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, in a talk 
before the Kiwanis club of Richmond, 
urged that the fight against inflation 
and for a stable dollar be made a mat- 
ter of national policy. 

“The U. S. has endorsed the full 
employment policy and this is now a 
commitment of government, business 
and labor,” Mr. Johnson said. “It is 
equally important, however, that 
something be done towards establish- 
ing a national policy against inflation 
and for the stability of the purchas- 
ing power of the dollar.” 


Called A National Need 


Mr. Johnson said that such a policy 
is a great national need at this time 
“to protect our families against a de- 
preciating dollar and to protect busi- 
ness and consequent employment 
against the disrupting uncertainties in 
long-term planning.” 

Among the steps cited by Mr. John- 
son as essential in setting up a nation- 
al anti-inflationary policy were such 
objectives as a balanced federal budg- 
et, maximum use of all fiscal, mone- 
tary and credit powers, the encour- 
agement of thrift principles and a 
stimulation of anti-inflation thinking 
among the ranks of business, labor 
and the public. 

Mr. Johnson said that the life in- 
dustry, intimately concerned with the 
stewardship of billions of dollars of 
family funds for future delivery, has 
periodically taken a _ public stand 
against inflationary forces in an ef- 
fort to help maintain the stable dollar. 
He added, “Now life insurance en- 
dorses the idea of a national policy 
towards that end.” 





New Handbook Of 
Iowa Is Published 


A new Underwriters Handbook 
of Iowa has just been published by 
the National Underwriter Company. 
It provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Iowa 
handbook may be obtained from 
the National Underwriter Company 
at 420 East Fourth street, Cincin- 
nati 2, Ohio. Price $12.50 each. 











Errors In Meeting List 

The “Convention Dates” list in the 
Sept. 6 issue had incorrect dates for 
the National Assn. of Insurance 
Commissioners midwinter meeting at 
the Roosevelt hotel, New Orleans. 
The correct dates are Dec. 15-19. 

The list also showed the Dec. 8-9 
winter meeting of Assn. of Life Insur- 
ance Counsel as being at the Wal- 
dorf-Astoria, in New York. The meet- 
ing will be at the Plaza Hotel. 





in 


During the NALU convention 
Dallas, Ford Munnerlyn, center, whose 
retirement as agency vice-president of 
American General Life was recently 
announced, receives an appreciation 
award for his years of service to the 
Texas membership of NALU. Presenta- 
tion was made by Ben P. Atkinson, 
American General, Austin. At right is 
Zollie Steakley, Texas secretary of 
state. 





Phoenix Mutual Sparks 
Sales With Regionals 


Phoenix Mutual recently completed 
a series of four regional sales con- 
ferences at Carmel, Cal., French Lick, 
Ind., Manchester, Vt., and Lake Pla- 
cid, N. Y. 

The meetings, whose theme was 
“Making Like a Salesman Should,” 
had attendance of close to 350. Herbert 
C. Skiff, vice-president, was general 
chairman, assisted by Clifford L. 
Morse, agency vice-president. 

The company presented its new pro- 
tective retirement income policy at 
the meeting. The policy, designed for 
the middle income market, is issued 
in units of $1,000 with a $5,000 mini- 
mum, each $1,000 producing a $4 
per month income at age 65. The policy 
also contains options to advance ma- 
turity to age 60 and to double the 
monthly income. 

The company also introduced the 
“Power-Pac,” pocket size visual pres- 
entation designed to set up automatic- 
ally its own written proposal for fam- 
ily package sales, combining protec- 
tion, savings and retirement in one 
plan. 

Kenneth P. Dowd, educational di- 
rector, introduced a new salesmanship 
section of Phoenix Mutual’s interme- 
diate training course in a talk titled 
“Salesmanship Regained.” Other guest 
speakers were Rev. Robert Richards, 
Olympic pole vaulter and clergyman; 
Kenneth L. Anderson, managing edi- 
tor Insurance R.&R.; and Dr. Millard 
C. Faught, management consultant. 








The new home office building of Security Mutual Life at Lincoln, Neb., is of 
Indiana limestone and is accented with Minnesota purple crystal, granite span- 
drels and aluminum trim. Gross area of each floor is approximately 15,000 


square feet. 
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Says Hoffa Aids Too} 
At Least $1.6 Million 
From Welfare Funds 


According to testimony give 
the Senate rackets committee bp at 
len Mayerson, former actuary of the 
New York department and American 
Surety, associates and business an’ 
ners of Teamsters union president 
James R. Hoffa, milked union wel 
fare funds for at least $1.6 million in 
overcharges. 

Mr. Mayerson, who analyzed the 
welfare fund operations for the com- 
mittee, is an assistant Professor of 
Insurance and actuarial mathematics 
of University of Michigan. 


Lowest Bidders Passed Over { 








As Mr. Mayerson outlined it in| 
1950, the central conference of the; 
Teamsters welfare fund went looking 
for an insurance company to write 
coverage for members in 22 states, | 
According to Mr. Mayerson, the twa 
lowest bidders, who were also the 
strongest financially, were passed ov- 
er in favor of Union Casualty Life of 
Mount Vernon, N. Y. and a partner, 
Union Casualty & Life, which then 
had Leo Perlman as executive vice- 
president, has since been taken over 
by new controlling interests and later 
became Northeastern Life. 

Mr. Perlman, it was brought out, 

(CONTINUED ON PAGE 23) 


Korean Vets Term 
Policies Convertible, 


To Permanent Life | 


On Jan. 1, 1959, more than 685,000 
Korean War veterans will be able to} 
convert their previously non-convert- 
ible National Service Life term cov- | 
erage to permanent policies, according 
to a statement by the Veterans Ad- 
ministration. Authority for the new 
policy is Public Law 896, passed by the 
recent session of Congress. 

The affected policyholders, whose 
policies are identified by the letters 
RS preceding policy numbers, will 
have a choice of the following options: 

—To convert term poliices to per- 
manent plans of NSLI coverage. 

—To exchange their RS term poli- | 
cies for a limited convertible term pol- 
icy carrying a lower premium rate, | 
but which, after Sept. 1, 1960, may | 
not be renewed by persons who have 
passed their 50th birthday. 

—To keep their RS term policies at 
the currently established premium 
rates, which increase every five years. 











Limited To Face Amount 


The maximum amount of new cov- 
erage to which a policyholder may 
convert will be limited to the face 
amount of the present term coverage, 
the VA said, and the new policies, 
like the RS policies they may replace, 
will not yield dividends. 

The VA listed the types of perman- 
ent coverage available under the law 
as ordinary life, 20-payment life, 30- 
payment life, 20-year endowment, en- 
dowment at age 60 and endowment at 
age 65. 

Only RS policyholders will be af- 
fected by the new law, the VA warned. 
The law does not re-open other pol- 

icies under the NSLI program. 
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LIFE INSURANCE EDITION 


Fair exchange — it pays off for our team, too! 


THE NICE THING about swapping baseball cards is 
that everybody wins. 

That’s true of our EXCHANGE PROSPECT PLAN, too. 
Here’s how it works: 

A New England Life agent often discovers good 
prospects who are out of his reach for one reason or 
another. Perhaps they are men transferred to new 
territories . . . or out-of-state relatives of local 
policyholders. 

He records information about them on a special 
form and sends it to the Sales Service Bureau in our 
Home Office. From there individual cards of the Ex- 


change Prospects are distributed to the appropriate 
New England Life agencies . . . and the agent in turn 
gets top priority on leads for his own area. 


This Plan of “‘card-swapping” is uncomplicated 
and effective. It works because of a special kind of 
team spirit that is characteristic of New England 
Life’s field force. 


NEW ENGLAND 
Muital LY ¥ E Lee See 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 
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Horace Smith Analyzes 
Manager's Duty To Agent 


Horace R. Smith, assistant agency 
vice-president of Connecticut Mutual 
Life, analyzed 
management’s re- 


sponsibilities to 
the new agent, in 
his talk at the 


southwest area 
management con- 
ference in Dallas. 
Each of these men 
has a destiny that 
is intimately tied 
up with that of the 
general agent or 
manager, he said. 
“You will survive 
or fail as a manager to the degree in 
which these mutual destinies are nur- 
tured and developed as the fruition of 
your combined use of head and heart 
and hand,” he said. Following is an 
abridged version of Mr. Smith’s talk. 


Just as your agents must be big for 
a lot of people who may have little 
ideas and little hope and little concept 
of their own responsibilities, so you, 
as manager, must be big for all of 
your associates. Big enough to under- 
stand the impact of multiple frustra- 
tion, and multiple distress, and multi- 
ple problems, and ready with counsel 
and assistance so your associates will 
not be defeated. 

Quite apart from these moral and 
philosophical approaches to your re- 
sponsibilities in the direction of your 
associates, there are financial con- 
siderations of great importance. Whe- 
ther you are a manager spending only 
company money, or whether you are 
a completely independent general 
agent; whether you finance new men, 





Horace R. Smith 


pay them salaries, or whether they 
operate on their own capital without 
financial assistance, there is money 
involved; yes, big money. 

The price you pay for the men who 
succeed in your shop is the sum total 
of all of the money, and all of the 
time, that is invested in the whole 
operation to build and maintain a 
going organization. The losses attribu- 
table to each individual failure must 
be added to the costs involved in 
launching and maintaining each in- 
dividual success. 

Whether you are paid in salary or 
derive your income out of a general 
agency arrangement, the time cost is 
the same. Then there is office over- 
head, rent, telephone, services and 
supervision. These, too, must be added 
to the total price of both new and 
continuing organization. 

Saving One In 10 

So ask yourself just this question, 
“Where would I be today if I had 
saved one man out of 10 among my 
failures, or one out of five, or one out 
of three? Suppose that, in the last 
10 years, you appointed 50 men and let 
us suppose you had superior results 
and have 25 survivors. Had you saved 
10% more of all the men contracted, 
you would now have five more men, 
and these five, with even $300,000 of 
paid business each, would probably 
give you this year another million and 
a half in volume. 

You would not only have increased 
personal satisfaction for having re- 
duced your failure rate, and increased 
pride in your own accomplishment of 
producing successes, but you would 


(CONTINUED ON PAGE 16) 


Elevator lobby 
of Guardian Life 
home office in 
New York as it 
will look after re- 
modeling. Project 
includes extensive 
interior moderni- 
zation and the con- 
struction of a large 
annex building to 
the east. 

















Guardian To Build eine Modernize 
And Air-Condition Home Office In N. Y. 


NEW YORK—Guardian Life has 
decided to take care of its needs for 
substantially more home office space 
by building a 3-story annex connect- 
ing with its present building at 50 
Union Square, New York City, and will 
completely air-condition and modern- 
ize the interior of the present home 
office structure. 

The present building contains 115,- 
000 square feet of floor space above 
the street. The three floors of the 
projected annex will provide an addi- 
tional 68,000 square feet of space. 
There is provision for the future addi- 
tion of four additional floors, each 
with 25,000 feet of space. 


Original Plans Stymied 


A few years ago Guardian sought 
to move its home office to the White 
Plains area of Westchester county, 
N. Y., but was stymied by the New 
York insurance superintendent, whose 
approval is necessary under New 
York law. Guardian fought the case 
through the courts, which held that 
the law gave the company no choice 
but to knuckle under to whatever de- 
cision the superintendent might choose 
to impose on a company in these cir- 
cumstances. 













1.00 








x 
? 


Founded in 1878 Home Office 


Detroit 2, Michigan ne 






iDLELE. 


we’re no fairy godmother, but... 


we think we've got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 


1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 


2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 


If you're interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — e Life Insurance Sociely 
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By the time the litigation was over, , plan 
Guardian had lost the advantage of | psych 
being one of the first in the competi- | for its 


tion for personnel in the suburban | It | 
area. Meanwhile, various areas jp | GHI: 
New York, including the section | pre-d 


around the Guardian home office, had | Unive 


























been undergoing a rejuvenation. It be- | Hane 
gan to appear that the best bet was to | direct 
stay put and do the necessary expand- prepa 
ing in ‘the same block. write 
“The company’s rate of growth | plan’ 
made it imperative that we plan for }and ¢ 
additional space, preferably with large | but d 
office areas on each floor,” said Chair- | well. 
man James A McLain in making the | gs 
announcement. “With the aid of an | pjan, 
outside consultant, a survey was made unlim 
of various locations in Westchester | not iz 
and on Long Island, and more recently | stabil 
of all possible sites in New York City. | ness ¢ 
“We feel that we have in Union | 
Square one of the most convenient 
spots in the city from the standpoint | AY 
of accessibility from all sections of | eomm 
the Greater New York area. Recent | annot 
improvements, in the area—commer- \— 
cial and residential—both on Fourth | cover 
and Third avenues, and the other ad- | psych 
vantages of remaining in Union | that 
Square led us to acquire property on | exper 
17th and 18th streets necessary for an le 
adequate annex to our present build- tones 
ing. With this additional property we grou 
are satisfied that remaining at our 3500 
present building will best provide for pai 
Guardian’s future development.” aad 
The annex will run from 17th street Sen” 
to 18th streeet, with about 150 feet oe 
frontage on both streets. Plans for Poa 
modernization of the present home of- Hane 
fice include complete air-conditioning, em 
remodeling of the lobby, renewal of | with 
plumbing and electrical facilities, en- direc 
largement of the lunchroom and rec- the 3 
reational facilities, and modernization | 
of the interior office space. | Th 
Skimore, Owings & Merrill have follov 
been retained as the architects for the FE - 
complete project. a ; 
criter 
—I 
for m 
* e <n 
Levering Cartwright |} ¢ 
ent ; 
INSURANCE STOCKS | /2sx 
pendi 
—I 
mic | 
Life-Fire-Casualty be fi 
Aft 
ciples 
Cartwright, Valleau & Co. | | ‘em: 
Members Midwest Stock Exchange ch 
Por of th: 
Board of Trade Building and | 
Chicago 4, Illinois incon 
WAbash 2-2535 Teletype CG1475 toe 
You may telephone orders collect. adeqt 
Msur 
wooo edi 
& In 





XUM 





. 


1 Was over, 

vantage of | 
ie competi- 
» suburban 





September 27, 1958 


In June of this year, Group Health 
Insurance, one of the oldest non-profit 


| medical services, made the announce- 


ment that it was pioneering a study 
into the feasibility of extending its 
coverage to include diagnosis, treat- 
ment and rehabilitation of mental 
iliness. Within a week or so of the 
announcement, E. S. Willis, consultant 
on employe benefits of General Elec- 
tric Ce., issued the statement that the 
Group Health study was not the first 
effort along these lines in the field, 
and that GE has had, since 1955, a 
comprehensive major medical expense 
plan which includes coverage for 
psychiatric consultation and treatment 
| for its 750,000 employes. 
It seems, however, 





that both the 


areas in | GHI study and the GE plan have been 
1e section | pre-dated by a good many years by 
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Hancock. Benjamin Lorber, Universal’s 
director of insurance, in a statement 
prepared for The National Under- 
writer, points out that his company’s 
plan has been in existence since 1952, 
and covers not only psychiatric care, 
but drug addiction and alcoholism as 
well. 

As to the soundness of the Universal 
plan, Mr. Lorber concludes that “the 
unlimited coverage provided by it has 
| not in the slightest degree affected the 
stability and the underwriting sound- 
| ness of the plan.” 


By BENJAMIN LORBER 


A great deal of news and editorial 
comment was created by the recent 
announcement by Group Health In- 
surance that it plans to extend its 
coverage so as to include thereunder 
| psychiatric care. It should be noted 
‘that GHI’s announced move is an 
experimental one. 

In September, 1952, Universal Pic- 
tures Co. Inc., which includes under its 
group insurance program more than 
3,500 families located in metropolitan 
areas over 30 states, with large con- 
centration of employes in the cities of 
New York and Los Angeles, announced 
the setting up of a major medical 
insurance plan underwritten by John 
Hancock. The major medical plan was 
‘developed after many months of study 
with the cooperation of the medical 
director and the underwriting staff of 
the insurer. 

The plan was predicated upon the 
following basic principles, as a_ test 
to determine whether an item of 
medical expense should come under 
the purview of the plan. These basic 
criteria were: 

—Is it an item of major expense 
for medical care? 


—Is there a social or economic 
teason other than that “it is conven- 
lent and a good thing to get” for the 
sured to be reimbursed for the ex- 
venditure? 

B85 there is such a social or econo- 
mc Teason, how can the expenditure 
te fitted into an insured plan? 

After establishing these basic prin- 
ples, we examined all of the major 
lems of medical cost and analyzed 
ach in the light of, one, the effects 
of these costs on the financial stability 
and the ability to pay by the average 
ncome family and, two, what forms of 
surance protection were already 
available, and if such forms were 
adequate to meet the needs of our 
msured people in the light of modern 
\ Medical practice. 

In announcing the plan in Septem- 
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: Says Universal Pictures’ Plan Pays All 
Medical Bills “Without Exclusions’ 


ber, 1952, we proclaimed that any and 
all medical bills for all illnesses, with- 
out exclusion in excess of $100 will be 
paid for by the plan to the extent of 


75% thereof, up to a maximum of 
$5,000. 
On Jan. 21, 1954, the writer ap- 


peared as a witness before the Con- 
gressional committee on interstate and 
foreign commerce, which committee 
was holding hearings while considering 
the question of a national health 
program. 

This testimony as reported in the 
Congressional record of that date 
stated, “The plan in effect for the 
employes of this company and their 
families did not exclude any type of 
illness from coverage thereunder. 
After studying more than 100 existing 
major medical expense plans, both 
those written on an individual basis 
as well as those established on a group 
basis, and after examining the opera- 
tion of many of the so called service 
type plans, I am proud to report to 
this committee that our plan is one of 
the very few that does not contain a 
single exclusion as to type of illness. 


Maintained A Firm Position 


“There has been much shaking of 
heads and signs of warning as to the 
dreadful things that would happen to 
our plan if we included psychiatric 
treatment or treatment of alcoholism 
and drug addiction, but we maintained 
our firm position that if it is an illness, 
any illness, without exclusion or 
limitation, treated by a qualified 

(CONTINUED ON PAGE 19) 
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Dr. S. S. Huebner, president emer- 
itus of American College, exhibits the 
scroll he received in Japan during a 
40,000 mile tour of the far east. The 
scroll symbolizes the Third Order of 
the Sacred Treasure, conferred by the 
emperor and presented personally to 
him by the minister of finance. Dr. 
Huebner spent considerable time in 
Japan, the Philippines, Australia, and 
New Zealand. 





Harmelin Agency Course For N.Y. 
Agents Exam To Start Sept. 29 
The 118th class of the Harmelin 
agency, general agents of Continental 
Assurance, to prepare brokers for 
the New York life agent’s examina- 
tion, Oct. 16, will begin Sept. 29. The 
course will consist of five lectures and 
will be conducted at 50 Church street. 
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e One of the Nation’s bil- 
° lion-dollar companies, 
’ with more than 1000 
successful Fieldmen . . . 
in seven states . . . from 
the Great Lakes to the 
e Gulf Coast. 


HOME OFFICE: 


Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 
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LIAMA Program Set; 
Talks By Maher And 
Woods Are Featured 


A streamlined program for 
LIAMA’s annual meeting at the Edge- 
water Beach hotel in Chicago, Nov. 
10-13, is being planned by the annu- 
al meeting committee headed by Eber 
M. Spence, program chairman and 
vice-president and director of agen- 
cies of American United Life. 

General sessions will begin Tuesday 
morning with a program arranged by 
the education and training committee. 
The fellowship luncheon Tuesday 
noon will feature an address by Frank 
B. Maher, vice-president of John 
Hancock and president of LIAMA. 

J. Harry Woods, LIAMA’s new man- 
aging director, will address the Tues- 
day afternoon session. 

Erwin D. Canham, editor of the 
Christian Science Monitor, will also 
speak. 

The legislative forum will be pre- 
sented Wednesday morning in addi- 
tion to a forum devoted to a discus- 
sion of agency decisions, moderated 
by A. Rogers Maynard, 2nd _ vice- 
president of Metropolitan Life. Man- 
agement selection and development 
through career analysis will be dis- 
cussed Wednesday afternoon during a 
symposium moderated by S. Rains 
Wallace, research director of LIAMA. 

The general sessions will conclude 
with an address by Charles J. Zim- 
merman, president of Connecticut 
Mutual Life. 


Pacific National Life 
Expands Agency Set-Up 


Pacific National Life, in a major 
expansion effort, has entered the 
individual A&S field, established its 
first office in San Francisco, and 
started a new plan of agency direction 
for the 10 western states in its terri- 
tory plus Alaska and Hawaii. 

Douglas McIntyre, formerly with 
Continental Assurance at Oakland, 
will be brokerage manager at San 
Francisco; Kenneth Rasmussen, who 
has been with Midland National, be- 
comes manager of the new A&S de- 
partment at the Salt Lake City home 
office. 

Pacific National will divide its 
operations into two areas—Pacific and 
intermountain. Kenneth C. Cring 
vice-president and superintendent of 
agencies, becomes director of agencies; 
William I. Spere, assistant vice-presi- 
dent for agencies, becomes superinten- 
dent of agencies—Pacific division; and 
Mannus P. Toughill, special agent in 
Denver, will be superintendent of 
agencies—intermountain division. 


East Wis. ASH Men Elect 


LeRoy Schaetzel has been elected 
president of Eastern Wisconsin Assn. 
of A&H Underwriters; Hugh Bach- 
huber, Mayville, vice-president, and 
Virginia Weigert, secretary-treasurer, 
at a meeting at Fond du Lac. 

Massachusetts Mutual’s August sales 
of ordinary life showed their greatest 
percentage increase in eight years, 
gaining 53.7% over sales during the 
same month in 1957. August was also 
the second largest sales month in the 
company’s history. New ordinary de- 
livered in August totaled $83,036,870. 
Ordinary sales for the first eight 
months totaled $624,279,857, running 
30.6% ahead of the January-August 
figure of last year. 
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Announcing the 1958-1959 advertising campaign 
of the INSTITUTE OF LIFE INSURANCE designed 


to develop a_public which is better informed 





e on the role of life insurance in family life. 


e on the operation of the life insurance 
business for the public good. 


e on the position of the life insurance 
business in the fight against inflation. 


Why we are taking three roads to reach our objective .. . 


Possibly the importance of the Co-operative Advertising pro- 
gram has never been greater than it will be over the coming 
year. 


Combined with the continuing necessity of giving the peo- 
ple of America a greater understanding of their life insurance, 
there is the current feeling that the basic facts about our busi- 
ness should be better known by everyone who owns or may 
own a life insurance policy. In addition, it is still an obligation 
of the business to fight inflation. 


Thus, on these pages, you will find examples of the three 
roads—three different series of advertisements—to reach one 
destination: a better informed jpubli¢! « 


And yet, there is a common denominator that holds them 
together as securely as though they were one. For each has 
as its objective the goal of placing favorable facts about our 
business and our product before various segments of the pub- 
lic. Each does it by offering visible evidence of performance. 


I think you will agree that it is a campaign which cannot 
help but add to the stature which life insurance already enjoys 
in the minds of so many millions of Americans. 
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President, 


mR COMO nA piyebetive OF Eife Insurance 


September 27, 195 
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THE STORY BEHIND YOUR LIFE INSURANCE—No. # 


One way to measure 
a business 


—study its 


customers, 


one by one 


One useful way to measure the progress 
of a business is to consider its customers not 
as a group, but as individuals, and see how they 
are faring, one by one. 

If you own life insurance, you' "ll be interested 
in how this works in our business, 

We deal in figures every day..And one of the 
most significant figures is that the average in- 
sured family today owns about $11,000 in life 
insurance. 

Less than two years’ income 
When you compare this with only $5,000 for 
each insured family just ten years ago, it looks 
as if American families have increased their 
protection materially. Yet today's figure of 
$11,000 in life insurance protection is the equiva- 
tent of less than two years’ income. 

Many American families realize this, because 
they are continuing to add to their protection. 

The growth of life insurance is born of other 
things, too. For one, our expanding population 
has meant more and bigger families, and this in 
turn calls for more protection. 

Then, too, people are buying life insurance 
differently these days. There was a time when a 


9574 


man bought a smal policy on his own life, to be 
paid out in one lump sum to his wife. Nowadays 
he thinks more in terms of using life insurance 
to provide his family with a steady income. And 
often that opens his eyes to the need for more 
of this protection. 


Meets other needs, too. 
And people are buying life insurance to meet 
other needs as well . . . to provide an education 
for their children, to cover the mortgage on 
their home, or to arrange for income on retire- 
ment. Life insurance is more adaptable to fam- 
ily needs than it was years ago. 

When you add up the figures on the growth 
of our business, you find that 109 million Ameri- 
cans own $458 billions of life insurance. 

However, the figure to keep in mind in meas- 
uring the life insurance business is that all of 
this protection works out to about $11,000 per 
insured family. And that's the average. The vast 
majority of insured families don't even have this 
much protection. 


Institute of Life Insurance 
Central Source of Information about Life Insurance 
488 MADISON AVENUE, NEW YORK 22,N ¥ 























So much 
to be 
entrusted 

with... 


At first a parent’s arms mark the 
boundaries of a child’s world. 
But as the months and years pass, 
he pushes back those limits to 
reach eagerly for toys to play 
with . . . for things to learn. 


A teddy bear, a ball, a new 
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7 More than 4 million “opinion leaders sion. icecd dacatate 
will be reached by each of 13 factual is never found on the nursery 
% ee 3 floor. It’s tucked safely away. 
messages such as this in Time, News- wd ie diimeaes willchin 
sft insurance. Sutticien 
week, and U. S. News d> World Report. life insurance is a parent's prom- 
ise of a full and happy youth for 
his child. It means that the child 
can.choose his way of life when 
hes réady—with no need to take 
on adult responsibilities too soon. 
Ms Life insurance—a couple of 
How to get a raise sheets of crackly paper . . . yet 
. caught within its folds, the story 
and not a rise of a child’s future. 
InsTITUTE OF LiFe INSURANCE, 
488 Madison Ave., New York 22,N.Y. 
out of y our employ er When someone's counting on you... 
YOU can count on life insurance. 
“No wage is too high which is earned.” 1's only human for each of us to think he's work 
We don't know who first made this statement, ing about as hard as he can, and that he’s not getting 
but, in our has 80 much been said in so fair share on pay day. The to do when situ- 
few words about so important a subject. The trou! ations like this arise is to realize that if we want our 
is this subject of the laborer being worthy of his hire employers to put up more, we have to put out more. 
Le: ee es en ere A big cause of inflation 
One such word is “ “productivity.” What does it Over the long haul, the productivity of employees 
mean? Webster defines “productivity” as “being | should keep pace with wages and The 
= wee ae and get shead of productivity. esn pechers 
How does it come about? pred atpte phclircley ne hala 
Greater productivity comes about in part from Aad Gass latasestn thane of cot tiniest 
seen ai uae poe poe nen 
Ltageiingw eet retanrinng Wim oa m cane Te deem to we Sink mat 
Every one of us who works for a living, whether ——_[ife on a gravy train of dollars. We think the “a a ‘as . . “ 
ty weshow stor war Ifwe venture rare mony dering ond preg mae 570 daily newspapers in 400 cities will carry these warm, friendly 
our own productivity j sxsnand of Hving by sang Ne samends of werk Provider” messages. Every state is represented among the 50-million audience. 
What gets us off the track perhaps is that occa- —_ng, he's got the whole world with him. 
Ce ee ee ti treme went aed “No wage is too high which is earned.” 
let's not pcsther neem ater ireserhel i stitut f Lif j ? " as 
tet oe rer dre ad oy Con Se rman et en To demonstrate the part of life insurance in 
Re 0 the fight against inflation, advertisements like 
this will reach important segments of the public. 

Beginning in October in daily newspapers and weekly magazines 
1em During the coming year you will see not just one, but three series about life insurance and the life insurance business. And to con- 
“oe of advertisements sponsored by the Institute of Life Insurance. tinue life insurance leadership in the fight against inflation, should 
pe Yet all three are directed towards a single goal. They are simply these pressures continue to mount, there will be a series of thought- 
ae different approaches, each developed to present its particular ful messages alerting the public to the dangers of inflation. Both 
ce theme in the most effective way to millions of readers. of these new series will appear in full pages, with a total of 13 
| ; sls “ . ” . e insertions. 
nok One is already familiar to you—the “Good Provider” series which 
oys first appeared in the Spring, The widespread public acceptance As in the past, reprints of each advertisement will be available, 

which these advertisements received then is an indication of how __ Without cost, to life insurance companies and their agents. 

well they portray the role of life insurance in family life. Fifteen 

more of these messages are scheduled for insertion in daily news- ‘ 

} papers beginning October 13. Institute of Life Insurance 
=> 
i , Two new series will also start this Fall in Time, Newsweek and ' Central Source, of Information about Life Insurance 
9 
ance — | U.S. News,2r World, Report. ‘One is designed to present vital facts 488 MADISON AVENUE,,.NEW YORK 22, 'N. Y, 
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Examiner Dismisses 
FTC Case vs The Fund 


J. Earl Cox, Federal Trade Commis- 
sion hearing examiner, has ordered 
dismissal, for lack of FTC jurisdiction, 
of charges that Fireman’s Fund Indem- 
nity falsely advertised its A&S insur- 
ance. 

This is not a final decision of FTC 
and.may be appealed, stayed or dock- 
eted for review. 

Mr. Cox granted the company’s mo- 
tion to dismiss, which was unopposed 
by FTC counsel. The motion cited the 
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Supreme Court’s decisions in the Na- 
tional Casualty and American Hospital 
& Life cases, holding the commission 
to be without jurisdiction over the 
practices there involved, and commis- 
sion counsel agreed that those cases 
govern the practices at issue in this 
case. 

Paul R. Green, Aetna Life, Seattle, 
and newly elected trustee of NALU, 
addressed Seattle Life Managers Assn. 
on “Are Agency Meetings Really 
Worthwhile?” at the September meet- 
ing. 


Lengthy Agenda For 
NAIC Zone 4 Parley 


ine agenua for the meeting of Zone 
4, of National Assn. of Insurance Com- 
missioners Sept. 30-Oct. 1 at Minneap- 
olis has been announced by A. J. Jen- 
sen of North Dakota, the chairman. 

The deputies, actuaries, and chief 
examiners at their sessions will take 
up seven items—installment premium 
payment plans, uninsured motorists 
coverage, schedule O in the life blank, 
homeowners and CDP, association ex- 
amination reports, facsimile signatures, 





JOSEPH L. SPEYER, C.L.U. graduated from M.1.T. 
Boston for the Berkshire Life Insurance Company. In 1952 he was named Assis 








ey 


' . “A Broker can 
“be known as 
a [ife expert... 
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in 1929. He became a life Agent in 1932 and in 1950 was appointed Supervisor in 
tant General Agent, and in 1954, General Agent. 










...as well as an expert in his own general insurance field 
...if he has the backing of an alert, aggressive Life com- 
pany team. Wherever his limited Life knowledge leaves off, 
that’s where we come into the picture.” 


“You say ‘Come into the picture’, Joe; but to what extent?” 


“We're available to give you all the sales and training 
assistance you need to make money selling life insurance. 
Berkshire will support you with field-proven merchandising 
tools and techniques, highly-saleable policies, and fast per- 
sonal service... all the things you need to make life insur- 
ance selling successful and profitable.” 


“What you say really sounds great; but how do I start?” 


“First, let’s go over the best prospect file you'll ever have 
... your own general insurance customers. Then, we'll 
develop each case individually. By working this way as a 
team, we can’t help but make a success of Life selling for 
you. I’m sure I’ll convince you that today 
Berkshire presents the greatest potential 


for personal growth in the industry!” 


ERKSHIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 









PITTSFIELD, MASS. * AMUTUAL COMPANY ° 1851 


September 27, |9y\septem! 


and committee reports on retaliatig, 
through special taxes and examinatig, 
of claims. 

Automobile insurance will come jy 
for some discussion on the score 4 
rate classifications for drivers over ag 
65, uniform procedure for change y 
rate classification during a poli, 
term, use of restricted coverage @. 
dorsements, justification for optiong 
or permissive use of schedule rat; 
plans in addition to fleet discount an; 
experience rating modification, option. 
al use of rate modification resultin; 
from savings and expense in additio, 
to fleet experience, and the use of tot 
limit experience in rate revision. _ 

The accident and health discussio, 
will include cancellation and excly. 
sion of coverage by rider on individyg) 
policies, a review of the policy experi. 
ence exhibit in the annual statement 
and of the credit life and credit A&H 
exhibit, a discussion of whether it cap 
be determined if rates are reasonable 
or unfairly discriminatory without ;| 
statistical plan for the collection of 
basic underwriting experience, ani! 
discussion of the changed loss ratio on 
dread diseases policies. 

Fire raters will take up the anticips. | 
ted new homeowners filings, multi 
peril filings in general of both inde- 
pendents and rating organizations, dis- 
cussion of the jurisdiction of individual 


states in its own review of filings rt 








contemplates countrywide underwrit- 
ing experience, and discussion of what 
effect should be given to individual 
company or aggregate expense indica- 
tion with respect to kinds of insur- 
ance, classes of risk within a kind, and 
regulated and unregulated classes. 


Set A&S Hearing In N. C. 


Hospital Savings Assn. of North 
Carolina has asked Commissioner Gold | 
for permission to install a group ex- 
perience rating plan. It is based on | 
the present statewide table but with 
about a 10% _ differential between 
groups to provide a broader and more 
equitable basis for its hospital and 
medical program. Mr. Gold set a pub- 
lic hearing for Oct. 2. _ 


| 





To Head Standard’s Millionaires 
Harold D. Keller of the home office 
agency of Standard of Oregon has 
been elected president of the com- 
pany’s Millionaire Club. Other officers 
elected were H. Dale Bloodworth, ‘ 
Seattle, vice-president, and James C. | 
Lawhon, Hood River, Ore., secretary. 


























The Unity Mutual 
Life Insurance Company 
of New York 


Insures 
The Whole Family 
Unity agents are equipped 


to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
e 


L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 
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“Frankly, Miss Wimple, I never realized Provident Mutual 
was so interested in our surplus business” 


s 


If you’ve never realized that Provident Mutual 
welcomes your surplus business, now’s the time to 
give it some thought. Because Provident Mutual 
offers you every help and cooperation in Life, 
Accident and Sickness, Group Insurance and Group 


Pension Plans. 
What’s more, Provident Mutual offers brokers 


the full facilities and resources of one of the na- 
tion’s top companies—plus a commission structure 
and terms you owe it to yourself to know about. 
For full details on Provident Mutual help with 
your surplus-special lines, write Broker Service 
Department, Provident Mutual Life Insurance 
Company of Philadelphia, Philadelphia 1, Pa. 


Provident Mutual 


Life Insurance Company of Philadelphia, 
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; 7 $212,572,828. Southeast Life was li- ience to operate. Further publi | 
American Bankers ie CO ee a, ee Set For Fund ioe ke eas walt be boa ee 
Buys Miami Insurer ordinary life and A&S. Supervision In Cal. formal adoption of regulations gover. | 
American Bankers Life has swelled os Commissioner McConnell of Cali- img annual reports. { 
its capital assets by $750,000 through Acacia Mutual Placed Business fornia has promulgated rules and 1 his ruling Mr. McConnell gaye 
purchase of Southeast Life of Miami, Shows $1 Million Gain Over 1957 regulations for the administration on ¢XPlanations of the new law and it: | | 
according to James G. Ranni, Ameri- Acacia Mutual’s placed business for the health and welfare program su- requirements, pointing out that he bs Pau 
can Bankers president and chairman. the first eight months exceeded sales pervision act adopted last year placing the right to examine, under oath, the} Alt 
American Bankers Life will acquire for the same period in 1957 by $1 such funds under the supervision of entire program, all reports of exami. ger | 
all assets and liabilities of Southeast million. The paid-for total, a record, the insurance department. He _ has nations, and any audit reports accepteq point 





in lieu of examination are to be open | agent 
to inspection by any beneficiary | y. C 
contributing employer or employe chuse 
“unless the commissioner determines and 

otherwise for stated reasons.” \ 

He also outlined similar laws og 
other states and the federal act, ang 
pointed out that the California statute ; sup. 
says it is the policy of the California Trav 
act to encourage the growth of health, } lotte. 
welfare and pension programs. ; 
= = Mr. McConnell pointed out that the 

Ser OT general laws of California regarding , 
the duties of trustees and others | Prud 
handling funds of a fiduciary nature | 
apply to funds of health and welfare{ © 
programs while the insurance code | Norti 
regulates all insurers and agents and ; of ag 
brokers. for tl 

Since the act was adopted the» sales 
department has received certain com-| SY!va 
plaints and communications of a “con- | 1932: 
fidential nature” which were through-/ Wa 
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ACTH Uses Described | 
At Illinois A&S Forum | 


Therapeutic uses of adrenocortico- 
tropic hormones, better known as 
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FOR THE MAN « ACTH, in diseases was described in a 
WHO HAS ARRIVED ail r talk and film presented by Dr. Proctor | 
_..AND é C. Waldo, medical director of Wash- | 
0 sales tool , ington National, at the September 
eee FOR THE MAN S$ meeting of Illinois A&S Forum in| | 
ON HIS WAY | Chicago. 
f th t ith j ACTH is a hormone secreted oe | 
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to ACTH treatment. The film which | train 





accompanied his talk exhibited ex-) anq 
emples of patients who obtained | wags 
satisfactory remission after treatment,  Ryt) 
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Changes In The Field 


and assistant general agent, and since 
1953 has been a partner in G. B. Chap- 
man & Co. and general agent for 
Aetna. He is a life and qualifying 
member of the Million Dollar Round 
Table. 


John Hancock 

David B. Gray, former regional 
director of agencies, has been ap- 
pointed manager at Cleveland. He 
joined the company in 1937 and was 
named assistant manager in 1941. He 
became regional supervisor in 1950, 
and regional director of agencies a year 
later. 


Republic National Life 

Vincent M. Newlin of Portland, Ore., 
is new regional group manager of 
Oregon and Washington. He was Blue 
Cross district representative for seven 
years and previously had been group 
manager of a large Oregon agency. 


Provident Mutual: Correction 


A Provident Mutual Life appoint- 
ment story in last week’s issue was 





Stanley A. Davis 
garbled in typesetting. F. Edgar Myers 
was not named manager at Concord, 
N. H., as stated but at Rochester, N: Y., 
and Stanley A. Davis was appointed 
as manager at Concord. 


F. Edgar Myers 


Lincoln National Life 
Frank W. Smoot becomes supervisor 
in the Glenn G. Gamar agency of 
Birmingham. He has eight years in 
insurance, three years as staff man- 
ager with Lincoln National. 
Supervisory appointments have been 


1] 


made at five agencies of Lincoln 
National Life. Appointed supervisors 
are Quentin F. Olberding, Bryant 
agency, Richmond; Benjamin P. Glass- 
man, Feustel-Berglas agency, Los 
Angeles; William J. Ongena, Sullivan 
agency, Detroit; Charles P. Pickett, 
Pace agency, Memphis; and Harry J. 
Hann Jr., Norfolk. 


Colonial Life 
Stephen D. Hannigan has_ been 
named assistant regional superinten- 
dent at New York. He has been a 
brokerage consultant for Connecticut 

General. 


Connecticut General 

John R. McElderry will be in charge 
of the Cleveland office. He has been 
agency assistant at the home office. 

Thomas S. Shea, assistant manager 
at San Francisco, has been named 
district manager at Oakland. 

Two new assistant managers are 
Frederick S. Volotta at Syracuse and 
Nicholas J. Farago at the New York 
City 41st street office. Both have been 
staff assistants. 

Four agents have been named staff 


rtain com- sylvania since joining the company in 
of a “con. | 19382. F 

e dues } Walter J. Penn, manager of Chicago 
Lawn district for 31 years, retires Oct. 
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assistants: Hugh Dolby at Chicago, 
George W. Drysdale and Robert N. 
Jacobs at San Francisco, and Carl S. 
Hohengarten at Boston. Mr. Hohen- 
garten was formerly at St. Louis. 

Charles D. Howard, group manager 
at Fort Worth, has been named district 
group manager of the Dallas-Fort 
Worth area, and Donald A. Walters 
becomes district group pension man- 
ager. 


Aid Assn. For Lutherans 


George C. Douglas of the Johnson 
agency of New York City has been 
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named general agent in Chicago. He 
succeeds Thomas Whalen who has 
been appointed special representative 
at Orlando, Fla., for Aid Association 
for Lutherans. 


Valley Forge Life 


Mayer Smith has been named gen- 
eral agent at Reading, Pa., for Valley 
Forge Life, the life affiliate of Ameri- 
can Casualty Group. 


Western Life 
Ronald McClain of Hutchinson, Kan., 


has been named a life special agent 
to direct the life business of Western’s 
affiliated company, St. Paul F.&M. 
Mr. McClain has been with Farmers 
& Bankers Life since 1946, as general 
agent since 1951. 


American National 

Orson P. Millet, former district 
manager in Alaska, has been pro- 
moted to general agent at the new 
branch office in Anchorage. Mr. Millet 
joined American National in 1954 and 
was district manager at Ogden, Utah, 
before going to Alaska. 








Means Quantity Discount On Each $1,000 You Sell 


The premium per $1,000 decreases as protection 
That’s the effect of the true Quantity 
Discount which Great-West Life has introduced 
as part of ‘‘Design for Tomorrow’—its new look 


increases. 


in life insurance. 





® Maximum Security Par (minimum $10,000, 
ages 15-70; special dividend option on mini- 
mum of $25,000). High, early cash values! 


ReEpucED RATES FOR WoMEN—Preferential 
rates on two special par plans—same high 
cash values and dividends as paid to men! 


This save-on-size concept makes it easier to sell 
all the protection your clients need. 


Great-West’s Quantity Discount applies to its 
entirely new line of individual life insurance 
policies—on all amounts over $3,000. It saves 
policyholders money today . . . and in the years 
ahead. This saving enables you to sell more pro- 
tection than ever before in the personal, family, 
juvenile, women’s, and business markets! 


Here are the other selling features of ‘‘Design 
for Tomorrow”’: 


1 rig special policies for business and taxation 
fields. 


® Preferred Whole Life Par (minimum $10,000, 
ages 0-70). 


® Special Whole Life Non-Par (minimum 
$10,000, ages 15-70). 


HEAD 


THE 


Great-West Lire 


ASSURANCE 


OFFICE - WINMIPEG., CANADA 


Term rates further improved by Quantity 
Discount. 


New Look for popular Estate Builder Juvenile 
plan. 


Increased Dividends — plus increased rate 
(3.40%) on dividend accumulations. 


5 


And in addition .. . 


New Retirement Income plans. 
Low-cost Home Security policy. 


Home Security Riders to combine with any 
permanent plan. 


Autopay—monthly premiums automatically 
deducted. 


For further details, call us today. 


COMPANY 
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Northwestern Mutual 


Bertrand T. Cournoyer, who 
been agency supervisor for the Eugene 
T. Lothgren general agency, at Pro. 
vidence, R. I., on Oct. 1 will succeed 
Earl E. Lincoln as general agent fo 
the company at Rochester, N. Y, Mr 
Lincoln, retiring Sept. 30 after 29 
years as general agent at Rochester 





Septe 








B. T. Cournoyer Earl E. Lincoln 


and 45 years of service with the com- 
pany, will continue to serve his per- 
sonal clients. 

Mr. Cournoyer joined Northwestern 


as special agent in Providence in 1948, | 


He became agency supervisor in 1956, 

Mr. Lincoln joined the company in 
1913 as an agent in Aurora, IIl. In 
1919 he was appointed district agent 
at Akron, O., where he built and 


maintained an organization that led | 


all Northwestern Mutual’s district 
agencies in annual sales volume. 

In 1929 he was appointed general 
agent at Rochester. 


Mutual Trust Life 


James A. Keck is the new general 
agent in Portland, Ore. He was a 
supervisor for two other companies 
before, and had been an agent of 
Federal Old Line. 


United Benefit Life 


Warren R. Whitted is the new ser- 
vice office manager in Chicago. He 
joined United Benefit’s legal depart- 
ment in 1947. 


Old Republic Life 


Joseph J. Levy becomes executive 
field underwriter at the Far Rockaway, 
N. Y., agency. He has been recently 
with Metropolitan Life. 


CANADA LIFE has appointed Lael 
S. Dissmore as manager at Riverside, 
Cal. 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








O. R. CARTER 
Consultant On 
Agency Building 
40 years experience 
818 Olive Street 
St. Louis, Mo. 
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COMPANY CHANGES 


Aid Association For Lutherans 
W. Harold Phillips of Winnipeg 
becomes manager of the actuarial 
| research department. He has been 
with Monarch Life of Winnipeg for 


five years. 


United Life & Accident 
I. Thomas Savino, who joined the 
actuarial department last year, has 
been appointed company auditor and 
Michael Manus has been named to 
the underwriting department. 








| Massachusetts Mutual 
| walter G. Bilbrey Jr. has been 
named assistant superintendent of 
| agencies. He entered the life field in 
‘ 1951 with New York Life at Detroit 
and later became assistant manager 
at Toledo. In 1955, he joined Massa- 
chusetts Mutual as assistant general 
| agent at Toledo and a year later was 
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appointed division manager of Pruden- 
tial at Fort Wayne, a position he held 
until his return this month to Massa- 
chusetts Mutual as assistant superin- 
tendent of agencies. He is a CLU. 


General American 

Robert N. Stabler, formerly in New 
York Life’s group department, has 
been named associate group actuary 
of General American. He will serve 
as manager of the group actuarial 
department. 


Fidelity Mutual Life 

William A. Porter and Mary E. 
Yardley have been appointed assistant 
actuaries. Mr. Porter and Miss Yardley 
joined the company in 1953 and 1947, 
respectively. 


New England Life 

Michael Anton has been named 
market analyst. He has been assistant 
market analyst since 1957. 


All American L.&C. 


Harry Lowe has been appointed 
supervisor of the group department. 








| 
| Are your prospects 


( 


said, 


about your insurability.” 


objection. 


MANUFA 


INSURANCE 
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No doubt you have talked to prospects who have 


“You’re wasting your time — I’m uninsurable.” 
Here’s a reply that can help you to more sales. 
“Mr. Prospect, the liberal underwriting practiced 
by the Manufacturers Life has brought the benefits 
of life insurance to many people who in the past 
ten years were generally considered uninsurable. 
“I feel that your need for Life Insurance is so 
important that we should find out what they say 


We would welcome the opportunity of working 
with you the next time you meet the “medical” 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 


BALTIMORE ¢ BOISE ¢ CHICAGO e CINCINNATI ¢ CLEVELAND ¢ COLUMBUS e DETROIT e HARTFORD 
HONOLULU ¢ LANSING © LOS ANGELES e MIAMI e MINNEAPOLIS e NEWARK e PHILADELPHIA 
PITTSBURGH ¢ PORTLAND e SAGINAW e SAN FRANCISCO © SEATTLE © SPOKANE © WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, Maine, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West Virginia 


THE 


CTURERS 
LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


underwriting 
themselves ? 


65-58 





Mr. Lowe entered the group insurance 
field in 1949 with Continental Assur- 
ance, holding various internal positions 
in the new business and proposal 
departments. In 1954 he went to the 
sales and service department as group 
supervisor, handling the state of Ill- 
inois. 


Equitable Society 

William M. Noland, manager of the 
salary administration division of the 
personnel department, has been named 
to the newly created position of assis- 
tant to the president, effective Oct. 1. 


I. 
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He has been with the company since 
1937. He is a CLU. 


RESOLUTE CREDIT LIFE has elec- 
ted Val T. Jones vice-president in 
charge of advertising and public rela- 
tions. 


Ron J. Martin, formerly an actuary 
with Home State Life, has been named 
group actuary of WEST COAST LIFE. 


SUNSET LIFE has appointed Donald 
N. Collins agency supervisor at its 
Olympia, Wash., home office. 
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" Flexible Policy 


Provisions 


The unique flexibility of the modern Guardian contracts 
gives them built-in sales appeal. Only with Guardian 
can you offer your prospects all these advantages: 


©@ Guaranteed right to change all Life and Endow- 
ment Policies on an original-age basis to higher or 
lower premiums. 

e A choice of four retirement ages on Life Endow- 


ment Income (55 - 60- 65 or 70) with the option of 
changing Retirement Age at any time up to 70. 


@ The right of any type of owner (natural person, 
corporation, partnership, or trustee) to elect op- 
tion settlements to be paid to any type of payee. 


@ The right to divide proceeds and have the various 
parts placed under different options running con- 
currently or successively. 


@ Where owner is beneficiary, the right to designate 
a new beneficiary within 90 days of the insured’s 


All these provisions — and many more — make Guardian 
policies among the most flexible, modern, and salable in the 
industry. For full information, call your nearest Guardian 


Life Insurance Company 


OF AMERICA 


A Mutual Company @¢ Established 1860 
50 UNION SQUARE, NEW YORK 3, N. Y. 
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Editorial Comment 


‘Bought Prospects’ Deserve A Chance 


Interest shown by readers in the 
Sept. 13 editorial “Wouldn’t Buying 
Prospects Be Cheaper?” indicates that 
some features touched on in the edi- 
torial should be explained more fully. 

For example, when should _ the 
“bought prospect” system be used in 
preference to letting an agent find 
his own prospects? A couple of read- 
ers who wrote in—and perhaps more 
who didn’t—got the unintended im- 
pression that the plan was being ad- 
vanced as a substitute for the conven- 
tional system being used with satis- 
factory results by an agent. They 
stressed the point that compatibility of 
agent and prospect is vitally impor- 
tant—that the life insurance sale is 
such a personal transaction that a 
man may be a prospect for one agent 
and not for another. 

“Getting prospects for someone else 
is rather like buying shoes through 
the mail,” wrote an agency executive 
of a prominent company. 

We agree that getting your shoes 
fitted by an expert is certainly bet- 
ter than buying by mail. But when 
you’re so situated that you can’t get to 
a shoe store, isn’t it better to order by 
mail than go barefoot? The “bought 
prospect” is advanced as a help not 
for the million-dollar producer, who 
usually has more good prospects than 
he can get to see, nor for the aver- 
age successful agent who has devel- 
oped or is satisfactorily developing his 
own sources of prospects. It is not 
even offered as a complete substitute 
for the prospecting of the agent who 
is having trouble with prospecting. 

The plan is suggested as something 
that could help the agent who is good 
at approaching, motivating, and clos- 
ing but weak on prospecting. He 
would still find many of his prospects 
for himself but he could be assured 
that when he ran out of those pros- 
pects that he could unearth efficiently 
he would have other good prospects to 
turn to. He would not be forced to 
resort to names taken off building di- 
rectories. 

For a plan such as we have in mind, 
the cost per name would unquestion- 
ably run quite high, as compared 
with the usual lists of names that are 
so widely available. But so is the cost 
of letting an otherwise promising new 
agent fail his way out of the business 
because his skill at prospecting de- 
velops more slowly than his other 
selling skills. That is why research 
and cost analysis are needed to deter- 
mine how much it is worth to supply 
such an agent with the kind of pros- 
pects he should be able to do business 
with. 

It could be argued that the relation- 
ship of agent and prospect is so per- 
sonal, so much a matter of compati- 
bility that it can’t be measured by 
age level, educational background, in- 
come bracket, business or hobby in- 
terests, or any other yardstick, and 
hence even the most carefully quali- 
fied “bought” prospects would ‘cost 
more than they would be worth. 


But we are not convinced that any- 
body has enough accurate data to in- 
validate the “bought prospect” idea. 
It seems likely that an expert pros- 
pector who knew the agents he was 
getting prospects for might well do a 
better job of matching them up than 
the agents themselves, except in the 
case of “natural” contacts. After all, 
an agent who is desperately in need 
of prospects can waste a lot of time 
on some pretty incompatible suspects. 
And the more desperate he gets, the 
poorer his judgment is likely to be- 
come. 

Doubts about the “bought pros- 
pects” idea seem to be rooted in the 
conviction that since the better agents 
have solved their prospecting prob- 
lems, the right approach is to teach 
the new or failing agent how to pros- 
pect correctly and all will be well. 
But in spite of all the thought and ef- 
fort that has gone into developing and 
teaching effective prospecting methods, 
prospecting is still recognized as the 
No. 1 problem of the business. It is 
not surprising that 48% of a cross- 
section of National Assn. of Life Un- 
derwriters members gave prospecting 
as the reason why most of the new 
agents have to throw in the towel. 

If that is so, after all the years that 
have gone into developing and teach- 
ing prospecting methods, doesn’t it 
seem worth while to see if there isn’t 
a method that can be used, even as a 
temporary crutch, to keep an agent’s 
prospecting problem from _ pushing 
him out of the business? 

It should not be too difficult to 
determine whether a given agent’s sit- 
uation would warrant the use of care- 
fully selected, compatible prospects, 
about whom detailed information had 
been obtained before the agent’s first 
try for an appointment. By going over 
the agent’s list of present and past 
vrospects, the general agent could tell 
iairly well when the agent seemed to 
be running into what the economists 
call the law of diminishing returns in 
his prospecting. Rank the prospects in 
order of descending probable commis- 
sion value. At what point do the pick- 
ings begin to look so slim that the 
agent would probably be money 
ahead to abandon the rest of the list 
and “buy” some live ones that are 
suited to his personality and _ sales 
methods. 

Prospecting systems have been set 
up by companies and agencies with 
varying degrees of success. Mostly 
they seem to have been sources of 
names, without much in the way of 
matching up the prospect with the 
agent who was to sell him. We have 
not heard of one that attempted to 
do a real job of custom-tailoring the 
prospect list to the agent who was to 
use it. 

We do know of a couple of situations 
where supplied leads have been high- 
ly successful. One of these is a life 
and A&S insurer that built up its 
agency force fast by supplying agents 
with names of people who had sent 


in coupons from the company’s ex- 
tensive newspaper advertising. True, 
these prospects were not matched 
with the agents for compatibility and 
other factors, but there was one high- 
ly important point of common inter- 
est—maybe more important than oth- 
er aspects of compatibility: The pros- 
pect was interested in buying and the 
agent was interested in selling. The 
system worked so well that the agents 
gladly accepted lower commission 
rates as a condition of getting these 
leads. 

Then there is the Solomon Huber 
agency of Mutual Benefit Life in New 
York City. Mr. Huber worked out 
with his agents a plan whereby if an 
agent died, his prospects and clients 
would be turned over to other agents 
in the agency who wanted to take 
them on the basis that 20% of the 
first-year and renewal commissions 
on any business sold in the ensuing 
two years was assigned to the de- 
ceased agent’s estate. This plan has 
worked extremely well, both for the 
widows and the agents taking over 
the business. 

The Huber agency’s’ experience 
tends to indicate that even in an 
agency specializing in estate plan- 
ning and having highly — success- 
ful agents, it is possible to do well 
with prospects developed by another 
skilled prospector—and that paying as 
high as 20% of commissions on such 
business doesn’t make it a poor deal. 
Doubtless the fact that agents in the 
Huber agency operate very much 
along the same line helps with the 
compatibility—but this also indicates 
that there can be compatibility even 
when the agent himself hasn’t dug up 
the prospect. 

We believe that the “bought pros- 
pects” plan deserves a trial and will 
get it. The fact that it is not for all 
agents makes no difference. If it only 
serves to retain in the business a 
small percentage of those who would 
otherwise flunk out it will have 
proved its worth—R.B.M. 





Personals 


John L. McCrea, vice-president of 
John Hancock, was the _ featured 
speaker at the recent commissioning 
of the atomic submarine Swordfish II 
at Portsmouth, N. H. Mr. McCrea is 
a retired vice-admiral of the U.S. navy. 


President Richard B. Evans of Col- 
onial Life has become a grandfather 
with the birth of a son to Mr. and Mrs. 
Richard B. Evans Jr. of Cleveland. 
The baby’s name is David Jones Evans. 


John S. Pillsbury Jr., president of 
Northwestern National Life, has been 
elected a director of Minnesota & 
Ontario Paper Co. 


Eric G. Johnson, vice-president of 
Colonial Life, is recovering from sur- 
gery at the Greenwich (Conn.) Hospi- 
tal. 


Paul F. Clark, chairman of Jokn 
Hancock, has accepted an invitation 
to become a national member of the 
Federal City Council, an organization 
which encourages proper planning and 
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improvement in the physical develop- 
ment of Washington, D.C. 
ae 


Deaths 


WALTER W. BARROW, 71, former 
general agent of New England Life 
at Richmond, died. 





JOHN G. QUICK, 59, executive vice- 
president of Union Central Life, died 
of a heart attack Sept. 21, while work- 
ing in the yard of his home in a suburb 
of Cincinnati. He was with Stagg, 
Mather & Hough, accountants of New 
York, when he went to Cincinnati in 
1935 to audit the books of Union Cen- 
tral. The company persuaded him to 
join its staff in 1936 as assistant comp- 
troller, and in 1937 he was elected 
comptroller. In 1938 he was elected a 
vice-president of Union Central in 
charge of real estate and mortgages. 





Best Is Yet To Come, 
Continental Assurance 
Top Agents Are Told 


The current recession has proven 
that the life insurance business is not 
cyclical, and the industry may very 
well be on the threshold of the great- 
est expansion ever witnessed, Howard 
C. Reeder, president of Continental 
Assurance, told leading agents of the 
company attending a regional meeting 
in Boston. Another regional meeting 
was held Sept. 17-20 at St. Louis. 

“Our business is not as closely at- 
tuned to supply and demand as other 
branches of business and industry. We 
do not have big ups and downs,” Mr. 
Reeder said. The industry’s_ six 
months’ figures show ordinary sales 
about 2% ahead of last year, and 
Continental’s sales are about 5% 
ahead. 


Population Growth Cited 


The expected growth in population, 
increased family formation, more job 
opportunities, and higher national in- 
come were cited by Mr. Reeder as 
factors which should bring increased 
business to the life industry. 

Dr. Clifton L. Reeder, vice-presi- 
dent and medical director, appealed 
to the agents to take a firm stand on 
proper claim practices. “I hate to say 
this,” he said, “but deals are being 
made whereby both patient and phy- 
sician profit from illness . . . Abuses 
are coming through a steady increase 
in fees and a smaller number of ex- 
cess fees.” 


Warns About Conniving 


He warned that doctors and patients 
who connive on illness and medical 
claims against insurance companies 
are ‘Paving the way for “complete so- 
cialization of medicine” by bringing 
government into medicine. 

Commenting on various trends in 
the industry, Robert B. Hamor, vice- 
president and director of agencies, re- 
ferred Specifically to the merging of 
life companies with fire and casualty 
Insurers, packaging life protection 
with other forms of coverage, and 
methods of merchandising which by- 
pass the agent through coin machines 
and across the counter sales. He out- 
lined Continental’s efforts in coping 
with these trends and its plans for de- 
veloping new mass market techniques. 


The Kamaaina agency of Honolulu 
was the top producer of paid life vol- 


a in August for General American 
e. 
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New York Life Makes 
Many Promotions 
In Official Ranks 


NEW YORK—New York Life has 
made numerous promotions in its of- 
ficial ranks, including nine 2nd vice- 
presidents and seven assistant vice- 
presidents. All are effective Oct. 1. 

Promoted to 2nd vice-president are: 

—Richard W. Baker Jr., assistant 
vice-president in the real estate and 
mortage loan department since 1956. 
Before joining New York Life, in 1954, 
he was with Mutual of New York’s 
securities department. 

—Rollin F. Bennett, who joined 
New York Life in 1949 after being 
with the business consultant firm of 
Booz, Allen & Hamilton. He has been 
assistant vice-president since 1956. 

—Howard H. Conley, assistant vice- 
president in the agency department 
since 1956. He served as manager at 
Norfolk, Savannah and Birmingham. 

He is in charge of sales training 
and management training. 


Formerly Investment Chief 


—Donald E. Meads, assistant vice- 
president in charge of the Dallas in- 
vestment office since 1954. He joined 
New York Life in 1947. 

—Eugene S. Ovenshine, assistant 
vice-president since 1951, and before 
that in the real estate department 
from 1935 onward, except for naval 
service. 

—Emery F. Peabody, an assistant 
vice-president in the agency depart- 
ment since 1954. He joined the com- 
pany in 1926 at Seattle and went to 
the home office in 1942, later be- 
coming educational supervisor. 


Has A&S Experience 


—Lawrence B. Soper, former as- 
sistant secretary of Connecticut Gen- 
eral’s A&S department, who joined 
New York Life in 1950 as an assistant 
vice-president to set up the A&S de- 
partment, which he has headed ever 
since. 

—Adelbert G. Straub Jr., deputy in- 
surance superintendent of New York 
before joining New York Life in 1955 
as a counsel in the law department. 

—Wilson M. Underwood, who be- 
came an assistant vice-president in 
1954 when he moved to San Francisco 
to open an investment office for New 
York Life. He returned to the home 
office earlier this year. 


New Assistant V-Ps 


New assistant vice-presidents are: 

—Peter J. Burns, who joined New 
York Life in 1950 as an executive 
assistant in the A&S department after 
having been an underwriter for the 
combined A&S departments of Eagle, 
Globe and Royal Indemnity companies. 

—Jack B. Collins, who has been an 
executive assistant in the training and 
management division of the personnel 
department. 

—William N. Hutchison, with the 
company since 1920, and an executive 
assistant since 1954. He has been 
chairman of the death benefits com- 
mittee since 1953. 

—Leonard K. Pfiffner, director of 
agency administration since 1956. He 
joined the St. Paul office in 1927. 

—Mrs. Amelia Reichert, agency sec- 
retary since 1954, first woman to be 
named an assistant vice-president of 
New York Life. Her present activities 
include supervising agency relations 
with the field force and relations with 

(CONTINUED ON PAGE 22) 
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BALANCED SECURITY 
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Horace Smith Analyzes Manager's Duty 


(CONTINUED FROM PAGE 4) 


have reduced cost and increased profits 
and that is the only way in which any 
good enterprise can grow. 

What we have been saying suggests 
that the manager must have a great 
sense of responsibility in his initial 
selection of associates. Here he is 
dealing with a combination of con- 
science and judgment in determining 
whether or not there is a real oppor- 
tunity for a satisfactory career for 


each individual who is offered a 
chance to join his agency. This we 
believe is a primary responsibility. 

There are four major factors which 
relate to the survival and to the suc- 
cess level which may be obtained by 
every man who undertakes a career 
in life insurance selling. 

The first factor is the early attain- 
ment and continuous maintenance of 
capacity in the building of an adequate 


market by the individual agent. This 
market will be peculiar to him and is 
influenced by many factors, including 
his background, experience, education, 
personality, standard of living, hopes 
and dreams for the future—in fact, 
the whole of the man influences the 
whole of his marketing development 
problem. 

Sometimes you label this activity 
under the prosaic term of “prospect- 
ing” but this does not adequately 
describe either the function or the 
process. In this area, you, the manager, 
must be at your best and rightly so, 
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because, whether your associate knows 
it or not, market development is 809, 
or more of the foundation for his 
success and continued production, 

Here we have outlined quite briefly 
another great primary responsibility 
and it is a continuing one as well, As 
your new associate begins to grow, he 
needs your help and continued guiq. 
ance in the development of markets 
appropriate to his skill. He needs yoy 
help also in learning how to become 
more imaginative, more resourceful, 
and more intuitive in the job of finding 
and selecting those prospects and 
groups of prospects who will eventual- 
ly comprise his clientele. 


Improving Sales Ability 


The second major factor is the 
acquiring, maintenance, and improve- 
ment of sales ability. Mark Twain's 
definition of a salesman is the most 
appropriate one we could find for our 
work. In describing a man who called 
upon him, he said, “On his arrival he 
seemed well equipped with the oil of 
geniality and upon his departure |] 
seemed to be unalterably persuaded to 
his point of view.” 

Thus selling, insofar as it affects 
the prospect, involves only a change 
in point of view and the function of 
the agent is to provide the enlightened 
point of view and then persuade the 
prospect to act upon it. I wish I 
might devote two or three hours to a 
discussion of pure salesmanship, but 
let me leave this area with my own 
definition. ‘“Salesmanship is the stuff 
which, if you haven’t got enough of it, 
the sale can’t come off as well as if!” 

Here we have another primary 
responsibility where you, as the man- 
ager, owe to your associate the best 
possible kind of training and guidance 
in his development as a salesman, and 
also in the molding of his attitude 
toward selling as a function in the 
whole professional process. 


Agent Self-Management 


The third major factor influencing 
the success or failure of men is one 
which has been receiving more atten- 
tion in the last 10 years than in the 
previous 40 years since the beginning 
of organized education and training in 
the life insurance business. This area 
we call agent self-management. Act- 
ually, this is the most difficult of 
solution of the three we have men- 
tioned. You see, most life insurance 
men are either extroverts or ambiverts. 
Very few of them are introverts. Yet 
the psychiatrists tell us that the ex- 
trovert has a thorough-going dislike 
for records and details and the intro- 
vert, who is his very opposite, loves 
figures and likes to be up to his ears 
in detail. The ambivert is the fortunate 
man who either possesses or can 
acquire the best characteristics of both 
the extrovert and the introvert with- 
out losing any of the best of the 
qualities of the genuine extrovert. 

Thus, by their very nature, the men 
we appoint are already pre-disposed 
against detail, self-regimentation, self- 
management, and records—yes, even 
records of achievement. But this prob- 
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jem must be licked, because our busi- 
ness is rapidly becoming more complex 
and the problems of seeing an adequate 
number of interesting people each day, 
week, and month are not getting any 
easier of solution. cee 

Here again is a primary responsibili- 
ty of management. Either you will help 
your associate solve the riddle of self- 
management, and achieve personal 
efficiency, or you will have failed your 
associate in an area where he and 
you must both reach maximum effec- 
tiveness. 

I hope you will agree that these 
three problems must all be solved, to 
the highest degree possible, because 
each problem which is not licked by 
the agent has a powerful effect upon 
him, even if he is superior in the 
other two. ; 

The fourth factor is less tangible. 
This is the agent’s attitude toward 
the three factors I have just discussed, 
toward the life insurance business as 
a career, toward the institution of life 
insurance, toward his company, to- 
ward your agency and his colleagues, 
toward you, and toward the segment 
of the public which it is to be his 
responsibility to serve. Thus we make 
the full swing and come back now to 
you. May I remind you that every 
agency and every agent is but the 
lengthened shadow of the agency man- 
ager. Similarly, the strength of each 
of your fine companies lies only in 
the composite strength of its field 
management and agent representatives 
and in the quality of their policyhold- 
ers and clients themselves. 

Spirit Will Prevail 

If you have positive conviction of 
your own abilities in the three factors 
first mentioned and if your attitude 
toward your job, your associates, your 
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agemcy, your community and your 
company is as fine and wholesome as 
it should be, then that spirit and that 
attitude will pervade your agency and 
you will find yourself possessed of 
transferrable techniques and negoti- 
able talents to the end that your 
associates will catch your spirit, your 
conviction, your confidence, and there- 
fore will respond with all they have 
to all of the leadership that you have. 

The molding of attitude calls for 
the greatest management skill of all. 
In this area lies one of your great 
challenges as a leader. Like the other 
three skills, yours is also a continuing 
responsibility to see that attitudes are 
constantly improving and broadening 
and deepening to meet the new chal- 
lenges that always lie just ahead. 

It is conceivable that there are men 
who seem to possess everything need- 
ed for our business, who, in spite of 
superior leadership are, nevertheless, 
bound to fail even in the most dy- 
namic environment. So you should 
not concern yourselves about the 
failures of the past except insofar as 
you may profit by the lessons you have 
learned. But, it is my hope that here 
in this great meeting each of you will 
rededicate yourself to the premise 
that yours is a business of molding 
destinies. 


Psychological Maladjustment Noted 


Quite apart from skills and attitudes, 
there is one more problem in the 
discharge of your responsibility to 
your men and I should like to dwell 
upon it quite briefly. Many termina- 
tions are really not failures in the 
strictest sense of the word. Psychia- 
trists and psychologists have told me 
that these may be classified as “re- 
sultants of psychological maladjust- 
ment”. But whatever the name, one of 
the inherent responsibilities of man- 
agement is the maintenance of clear- 
cut, uninhibited personal relations. 

Selling, as well as sales manage- 
ment, brings about tensions because 
whenever men are striving they un- 
consciously press. The more outgoing 
a man is, the more susceptible he will 
be to small irritations. There are all 
kinds of large and small waves which 
can rock the boat of harmonious 
individual relations. The effect of 
these waves must be neutralized with 
oil poured upon troubled waters. The 
oil of kindness, mixed with the milk of 
human understanding, the capacity to 
forbear and to be patient and the 
ability to be both sympathetic and 
empathetic are of tremendous import 
in keeping your shop happy and har- 
monious. 


Says Empathy Helps 


It is not enough to see clearly what 
Joe’s problems are, nor is it enough 
that we tactfully show Joe how he 
may mend his ways or change his 
methods so improvement and growth 
may occur. Joe may still be uncon- 
vinced and unmoved. Neither is it 
enough for us to be sympathetic, for 
sympathy solves no problems. Em- 
pathy is, perhaps, a new word in the 
lexicon of our ever more scientific 
sales management vocabulary. Simply 
stated, I believe that empathy is the 
capacity for sympathetic understand- 
ing of the problems in which the 
other fellow is involved, plus the abil- 
ity to see the problems from his point 
of view but without his biases and 
prejudices arising out of the frame- 
work of his own reference experience. 

Thus, we may assist him to clear 
away the clouds, see the true issues 
involved, and act accordingly. This is 
true not only in the person-to-person 
relationship between agent and pro- 


spect but even more in the very much 
more personal relationship between 
the agent and his manager. 

None of this is to suggest that the 
ideal manager is ever a Caspar Milque- 
toast or a complete father confessor or 
psychiatrist with couch and smock, 
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but rather that he is, at all times and 
in all ways, the reliable consultant, 
the perceptive guide, the coach, and 
the leader of men. 

Each of you has his job, because 
somewhere, someone saw in you a 
measure of greatness, a capacity for 
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the expression and implementation of 
group objectives through the activities 
of others. But remember, no leadership 
exists unless there is  followship, 
otherwise it is an empty function and 
devoid of lasting satisfaction. 
Education of your men is one of 
your many obligations. It is dreadfully 
important because knowledge is basic 
to power. Training in the use of that 
knowledge is of equal importance, if 
not more important. But they are 
functional and sometimes mechanical 
processes which are generally dis- 
charged and then assumed to be com- 
pleted. This is never true. Education 
and training are a continuing respon- 
sibility in every career. The surviving 
agent will either get them from you, 
his manager, or from another manager, 
or from another agent, or get it him- 
self, or he will die on the vine. 


Motivation And Inspiration 


Let us assume you have complete 
competence, and confidence in your- 
self and in your ability to discharge 
all these great responsibilities. We 
come then to another pair even more 
important, and certainly more difficult 
to accomplish, because they are so 
highly individualistic and because 
there are no rules, and no always- 
dependable patterns to follow. Motiva- 
tions and inspiration of your men 
demand your greatest skill of all. 

Here is where incompetent, unin- 
spired managers find real difficulty 
far too many times. It is in these areas 
where the depth of your convictions, 
your grasp of the religion of life 
insurance, and your ability to under- 
stand and work with people meet your 
greatest challenges. You will survive 
as a manager and succeed in building 
a great organization, or you will fail 
in almost direct proportion to your 
ability to motivate and inspire your 
associates. 

We are not talking, now, about your 
ability to invent campaigns and con- 
tests, nor about table pounding and 
exhortations at your Monday morning 


meetings, nor about your cleverness 
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in handling ego recognition. No, we 
are talking about something far deeper 
and more philosophical and more per. 
sonal. You, as a manager, must be a 
completely whole man in the seng 
that you are not only a student of the 
life insurance business, a student of 
agency management technique, a Stu- 
dent of human engineering and human 
relations, but be a whole man in terms 
of your moral, spiritual, community, 
family and intellectual life. 


Well Adjusted To Life 


If you are well rounded, our friends 
the psychiatrists would describe yoy 
as a man who is well adjusted to life, 
This does not mean you are always 
a paragon of virtue. That man has 
not yet been born. I am trying to be 
realistic in suggesting that there is no 
room for you in management if all that 
interests you is the dollar of profit, 
or the position you occupy in the 
standings of your company’s agencies, 
or in the number of men or the number 
of desks or in the total premiums paid 
into your office. 


As important as these are in the 
over-all scheme of things, your capac- 
ity to express the fullness of life in 
everything you are, and in everything 
you do, so you will be a walking, 
living example to your men every day, 


every week, every month, and every | 


year will be the true measure of your 
managerial greatness. Certainly you 
can do no more for your associates 
than this, and I hope you are certain 
you cannot and must not and will not 
do less for them. 


Owes Loyalty To Associates 


Finally, you as a manager, with a 
strong sense of personal responsibility, 
owe loyalty to every associate, loyalty 
to your associates as a group, loyalty 
to them as personal friends. Each of 
them, and all of them together, are part 
of your destiny, just as you are a 
part of their destinies. Loyalty also 
implies interest, friendship, fidelity, 
and leadership by personal example. 
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physician, the cost of which exceeds 
$100, our plan would pick up 75% of 
all such bills up to a maximum of 
$5,000.” 

I further stated to the Congressional 
committee that “When such a plan 
is established on sound, basic insur- 
ance principles, it can be maintained 
at a sound cost within the economic 
reach of every income level.” 

The statement continued, “We firm- 
ly believe that such a plan, soundly 
conceived and sanely administered 
could be the ultimate answer and 
solution to the ever-present fear 
dilemma of the unpredictable, unde- 
terminable and unforeseeable possi- 
bility of financial bankruptcy that 
faces each family as a result of major 
medical expense.” 

Limited Value Coverage 


In concluding the statement before 
the Congressional committee, I said 
with particular reference to testimony 
given to the committee by representa- 
tives of the insurance industry speak- 
ing on behalf of both life and casualty 
companies, “The insurance companies, 
both life and casualty, cannot forever 
keep playing it safe. Testimony re- 
cently given before this committee by 
the representatives of the insurance 
industry was replete with statements 
that catastrophe medical insurance 
was new in concept; that it was an 
experiment; that the insurance indus- 
try must move slowly; that it must be 
careful; that it must establish fences 
and hedges; that it must exclude 
psychiatric treatment; that it must 
exclude the cost of treating alcoholism, 
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drug addiction, contagious diseases; so 
that instead of a comprehensive, all 
inclusive plan, all that the insurance 
industry would offer was one of limited 
value. 

“The time for all that is past and 
the time for a positive approach, 
positive leadership is at hand. The 
insurance industry must take the 
initiative, it must use the imagination 
by which it became the great economic 
and social empire that it is, and must 
provide the vehicle for the establish- 
ment of sound, adequate insurance 
protection plans.” 


In reply to questions by members 
of the Congressional committee, I 
made the following supplemental 
statement as it specifically applies to 
the service type plans such as GHI: 


“May I further suggest to this com- 
mittee that perhaps it should first 
look into the setup of these direct 
service organizations and the type and 
extent of coverage provided by such 
Plans. In my direct statement to this 
committee I indicated that a sound 
plan, and I believe that the Universal 
Pictures Plan outlined to the committee 
Is sound, must be an all-inclusive plan 
and should not contain any limitation 
nor exclusion as to type of illness. 


Benefits Up To A Point 


“What do some of the prominent 
Service type plans do in this connec- 
tion? The Health Insurance Plan of 
New York, commonly known as “HIP,” 
takes care of its members who may 
require psychiatric treatment or treat- 
ment for mental disorders only up to 
the point of diagnosis and then tosses 
them out, on their own for treatment. 
The same applies to tuberculosis cases, 
tases of alcoholism, and drug addiction 
and to certain other contagious illness- 
“# en the going gets tough and 
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fells Of Universal Pictures’ Medical Plan 


(CONTINUED FROM PAGE 5) 


may run high and over an extended 
period of time, that is when HIP 
moves out. 

“Only yesterday I made _ inquiry 
from my staff in Los Angeles as to 
the practice of the service type plans 
on the West Coast, I received the 
following telegraphic reply: “... un- 
derstand all require prior physical 
examination. Pre-existing illnesses 
excluded. All exclude mental, drug, 
alcohol, once established by diagnosis. 
Communicables vary slightly. Are 
either excluded or very limited and 
are controlled by the pre-existing 
rule.” 

In an address entitled “Major Medi- 
cal Expense Insurance—How It 
Works,” delivered before the annual 
convention of the American Gas Assn. 
in October, 1953, the writer said: 

“After a great deal of study, we 
found that we did not have any of the 
misgivings that some underwriters and 
insurers had that the cost of treatment 
of mental illnesses would get out of 


Profitable Combination 


Provident life producers have made the Preferred Risk 
Whole Life Plan a leader in sales since the plan was 
first introduced several years ago. These producers are 
now making more Preferred Risk sales than ever, and 
the main reason for this increased popularity is Provi- 
dent’s new Guaranteed INSUREability Rider. Preferred 
Risk with GIR is a highly popular combination for men 
through age 39, and is an ideal gift to sons and 
grandsons. This very successful combination is prov- 
ing highly profitable for Provident life producers. 


LIFE 


webu fi 
ihr We bt. 


control and be subject to abuse. We 
found that within the framework of 
the deductible and co-insurance fac- 
tors, these medical costs would be 
usual and would not be unduly inflated 
because of the availability of a sub- 
stantial insurance benefit. 


Sound Underwriting 


“We, therefore, reached the conclu- 
sion that it was socially, economically 
and, from an insurance underwriting 
point of view, sound and desirable to 
provide coverage for all medical bills 
regardless of where incurred and with- 
out consideration to the number of 
visits involved and without any exclu- 
sion or limitation as to type of illness, 
subject to the co-insurance and deduc- 
tible provision of the plan. We have 
become convinced that the provision of 
coverage for such expenditures filled 
a great void in the area of protection 
for the American family against the 
ever-present danger to their financial 
stability that might be brought on by 
serious and major illness or injury. 

I am happy to report that after 
fourteen months of operation it has 
worked. It has done in every respect 
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the job that we intended it to do, at 
a reasonable cost. We have not en- 
countered any of the pitfalls that so 
many of the underwriting or actuarial 
fraternities were afraid we were 
inviting. As far as we are concerned— 
and by we, I refer to my company and 
to John Hancock, our insurer—sound 
major medical insurance is no longer 
an experiment but a successful real- 
ity:” 

Six Years Later 


In 1958, six years after the establish- 
ment of the plan, and the unlimited 
inclusion of treatment of mental illness 
thereunder, both in and out of hospi- 
tals, we find that our major medical 
plan has been sound, and the unlimited 
coverage provided by it has not in 
the slightest degree affected the sta- 
bility and the underwriting soundness 
of the plan. 

We are more than ever convinced 
today that we were right in our think- 
ing and planning in 1952. We are 
gratified that the experience of Gener- 
al Electric since November, 1955, as 
reported by Mr. E. S. Willis, bears out 
our favorable experience. 
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Wash., Ore., A&H Men 
Set Annual Sales Rally 


Five major speakers have _ been 
booked for the annual Northwest A&H 
Insurance Sales Congress to be held 
in Portland, Ore., Oct. 24. 

Included are S. L. Horman, vice- 
president, board member and agency 
director Time of Milwaukee; Reginald 
Snyder, vice-president and director of 
agencies, Old National of Houston; 
Henry G. Sheehy, San Francisco, vice- 
president Pacific coast department 
Massachusetts Bonding; Carl A. Ernst 
director A&S department North Amer- 
ican L.&C., and John Gaule, assistant 
vice-president, Mutual Benefit H.&A. 

The sales congress is sponsored by 
A&H agents, in Oregon and Washing- 
ton. 


West Wis. A&H Men Elect 


Lester E. Danuser, Galesville, has 
succeeded Stanley Peterson, La Crosse, 
as president of Western Wisconsin 
A&H Assn. Other new officers are 
H. E. Krause, La Crosse, vice-presi- 
dent; Newland Twesme, Ettrick, treas- 
urer, and Viola Stellingweft, La Crosse, 
secretary. 
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Paul Revere Life Holds 


Group Agents Conference 


Paul Revere Life has held its bienpj. 
al national conference of group agent 
at Melvin Village, N. H. The four-day 
sales and service seminar was pre. 
ceded by a session at the home Office 
Robert Allen Jr., director of group 
sales and _ service, was conference 
chairman. Speakers included Frank |, 
Harrington, president; John J. Plumb 
vice-president and director of agen. 
cies; Allison S. Beebe, vice-presiden; 
and manager of the group depart. 
ment; F. A. Harrington, vice-presj. 
dent and group secretary; Thomas 
Kirkpatrick, vice-president and actu- 
ary; John M. Sutherland Jr., associate 
actuary; A. E. Johns, J. J. Mellor and 
John Bryce, all of the group staff, 


Attend Home Office Schools 


Agents from nine states attended two 
home office schools of American United 
Life, each of one week’s duration, re- 
cently. The course consisted of a study 
of sales techniques emphasizing plan. 
ning, prospecting, telephone approach, 
prepared presentation and program. 
ming. 














CHASE CONOVER & CO. 
COATES, HERFURTH & Consulting Actuaries 
ENGLAND and 
CONSULTING ACTUARIES Insurance Accountants 
San Francisco Denver Los Angeles 332 S. Michigan Ave. Chicago 4, Ill. 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 


basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with a 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our & 
booklet, “Reinsurance Exclusively”. 


REASSURANCE COMPANY 


Py ule NORTH AMERICAN 
&, % 
2 > 161 East 42nd Street, New York 17, New York 
S j FS Murray Hil! 7-1870 
oo . os Reinsurance Exclusively 
®ance © LIFE ¢ ACCIDENT & SICKNESS ¢ 
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‘heap’ Insurance Hit 
By LOMA President 
At Annual Convention 


(CONTINUED FROM PAGE 1) 
as much.’ Satisfaction like this will 
never be expressed on the expiry of a 
term policy. In defense, one agency 


. officer of My acquaintance said that 


the trouble with the life insurance in- 
dustry today is that the actuaries are 
becoming too competitive. 

“As a result of the Armstrong in- 
vestigation early in this century, le- 
gal guideposts were established to in- 
sure that the policyholders’ interests 
be protected. We must be vigilant to 
protect the agents’ rights and main- 
tain the balance where no such guide- 
posts are provided. The essence of 
good stewardship is the conviction 
that moral and ethical reasons must 
outweigh the demands of expedi- 
ence. We must be grateful to those 
who are quick to recognize the diver- 
gencies and who are vocal in their rec- 


ognition.” 





‘izing plan- 
© approach, 
program. 


In his annual report, Managing Di- 
rector Roy A. MacDonald observed that 
as more policyholders buy bigger pol- 
icies, not only do the number of de- 
partments within a given company in- 
crease but the operations within each 
department break up into increasing- 
ly specialized units. 


Complexity Creates Challenge 


“The resulting complexity of or- 
ganization,” he said, “creates chal- 
lenging problems in planning, per- 
sonnel, costs, communications, pro- 
cedures and coordination. We hope 
that through our educational pro- 
grams, our research projects, our 
committee activities, and through the 








iy 


NU 








information we give you. by means of 
correspondence and personal visits, 
LOMA is helping to make your job 
easier for you. 

“Growth and development bring 
complexity—but general growth brings 
with it an unparalleled opportunity 
for individual growth. More than 
ever, the life insurance business must 
look for employes who can research, 
explore and invent new methods and 
techniques. The imaginative, inquir- 
ing mind is as vital to the future 
growth and development of the life 
insurance business as it is to the future 
of space travel or nuclear energy. Both 
need brainpower. The times are tailor- 
made for men and women who are 
prepared to grow.” 

At the general session Wednesday, 
W. Rankin Furey, president of Berk- 
shire Life listed a number of prob- 
lems in the solution of which he said 
LOMA will be involved. One of these 
is an improved monthly payment plan. 


Better Collection Plans 


“One of the practical facts of mer- 
chandising,” he said, “is that any 
product must collect money from the 
people as painlessly as possible, pre- 
ferably directly related to the methods 
and frequency by which they receive 
that money. In this area, life insur- 
ance is back of the parade, and has 
been, with our major accent still on 
the fact that we make it necessary 
for a man to accumulate his funds 
himself and then pay us quarterly, 
semi-annually or annually, with an 
extra charge if he pays us more often 
than once a year. 

“To be sure, we have monthly pre- 
miums at extra cost and more recent- 
ly the wide adoption of the Check-o- 
Matic plan. I still don’t believe that 
any of these are the final answers 
and I challenge the entire membership 
of a group such as yours to experi- 
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New York LAA Group 
Lunches To Feature 
Industry Trend Study 


NEW YORK—Gotham Group of 
Life Insurance Advertisers Assn. in- 
tends to take a long look at changes 
shaping up over the next 10 years in 
the life industry with a series of 
monthly luncheon discussions which 
will have as their theme “Life Insur- 
ance—1968.” 

The opening meeting, Oct. 1, at 
Keen’s Chop House, 72 west 36th 
street, will feature a talk on “The 
Market for Life Insurance in 1968” by 
Homer Wood, director of market de- 
velopment of Mutual of New York. 

Subsequent meetings will include 
talks on the changing trends in the 
life insurance product, distribution, 
selection and recruiting, training, the 
role of government and the role of the 
local advertisers group. 


Stresses Change of Pace 


Gordon Hull, president of the group 
and director of sales service of Mutual 
Benefit Life, in announcing the lunch- 
eon series, said that industry changes 
are developing at such a pace that no 
matter how visionary today’s leaders 
may be in projecting their thinking, 
developments envisioned as 10 years 
away may be full-blown in half that 
time, with the beginnings of the 
trends appearing even earlier. 





ment and implement, with all possible 
research, ways and means_ under 
which our product can be successfully 
administered at low cost, collecting 
the money from the people bit by bit 
as they receive their pay.” 

The meeting covered a wide range 
of subjects related to office manage- 
ment functions. A number of concur- 
rent sessions were held. 


21 











Something NEW has been added 
to our 


PORTFOLIO of OPPORTUNITY 
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, SP 
HAROLD DE MIAN, GENERAL 
AGENT IN NEw York Ciry, “The 
men I deal with every day are 
enthusiastic about these two 
policies — and the dividend op- 
tion that can buy term insur- 
ance equal to the cash value is 
only one of the many features 
they like.” 





4TH IN A SERIES INTRODUCING PosTAL’s 
LEADING GENERAL AGENTS. 








511 FIFTH AVENUE NEW YORK 17, NEW YORK 
GEORGE KOLODNY, President 


"Exactly what Brokers want!" 


NEW “EQUITY BUILDER” — specially designed for split- 
dollar, corporation owned insurance, loan financed 
plans and similar sales. 

$40,000 minimum 

High first year Cash or Loan values! 

Endowment at 90 





NEW “EXECUTIVE SPECIAL” — our low net cost special. 
$15,000 minimum — Whole Life at 90 





Both policies have these features: 





Full range of liberal Settlement Options! 
Written Sub-standard to 500%! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 





Renewals are fully vested! No minimums, no penalties. You can 
qualify for free Group Insurance and continuous service fees! 
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( WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 
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RESIDENT AGENCY MANAGER 
IN PUERTO RICO FOR 
LIFE INSURANCE SALES 


Excellent opportunity for qualified man to 
manage agency of large eastern Mutual Life 
Insurance Company, preparing to establish 
a Sales Office in Puerto Rico. In size, Com- 
pany ranks in top 3% of the industry, is one 
of the oldest, and offers complete line of 
coverages. 

Applicants should have demonstrated suc- 
cessful ‘sales and management background 
in life “insurance, pus familiarity with terri- 
tory and language. A complet 9g t 
assistance program, including full financial 
support, will be available. 

All replies will be confidential. Education, 
complete business background and family 
status requested in first letter. 

Address Box C-62, c/o The National Under- 
writer Co., 175 W. Jackson Blivd., Chicago 
4, Illinois. 























A&H AGENCY 


Business relationship requires the sale of 
an excellent agency with large premium 
volume in Colorado. Potential net profit 
per year in excess of $30,000 on present 
renewals. Here is an opportunity to enable 
you to live in beautiful and healthy Denver. 
Special financing terms available to re- 
sponsible persons. Write Box C-52, c/o The 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, tl. 











MANAGER-ACCOUNTING 
METHODS ANALYST 


Our new Life Insurance Company has an 
opening for a Manager of A ting and 
a Methods Analyst. Both should have spe- 
cific experience in the Life Insurance field 
(3-5 years). A thorough knowledge of 
agency and premium billing and account- 
ing is required. Should have a college de- 
gree. Age to 35. Please send résumé to: 


PACIFIC FIDELITY LIFE INSURANCE CO. 
621 So. Hope St. Los Angeles 17, Calif. 











LIFE INSURANCE 
TRAINING SPECIALIST 


Our Home Office Training Division is in need 
| of an experienced life insurance sales training 
developer. Job will consist of the preparation 
| of life training material to be used by our 
| sales personnel in the field. 
To qualify, technical life insurance knowledge 
and proven ability to write is essential. 
! Résumé should include age, education, ex- 
| pected salary, and past experience. All replies 
| held in strict confidence. 
I 
| 








Allstate Insurance Company 
7447 Skokie Blvd. 
Skokie, Illinois 





MANAGEMENT EXECUTIVE 

Available Immediately 
Offers 28 years experience in actuarial and top 
management fields. Background includes com- 
plete development of new company organiza- 
tion plus experience in underwriting, group 
and credit life, A & S, IBM and agency man- 
agement. Consulting actuary 4 years. Age 5I. 
Salary $12,000-$15,000. Contact Box C-60, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 
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New York Life Makes 
Numerous Promotions 


(CONTINUED FROM PAGE 15) 
institutional and trade associations, 
such as National Assn. of Life Under- 
writers. 

—Gordon W. Stables, executive as- 
sistant in the office of the secretary 
since 1955. 

—John C. Williams, who joined the 
company in Jackson, Miss., in 1927, 
later serving in New Orleans and var- 
ious midwest offices before returning 
to the home office as director of office 
administration. 


Bischoff, Docherty Promoted 


The company has promoted Henry 
Bischoff Jr. to assistant secretary and 
Bernard E. Docherty to assistant gen- 
eral counsel. 

The following promotions were also 
announced: In the actuarial depart- 
ment: James J. Connors, Charles W. 
Kraushaar Jr., Harry W. Woodman Jr. 
to assistant actuary; J. Burkam Ferris 
to administrative assistant, Newton L. 
Bowers Jr., Gilbert A. Heun, Harvey 
Stabin, Joseph J. Stahl 2nd, to actu- 
arial assistant. 

In the auditing department: Herbert 
W. Miller and Ray Sunderland Jr. to 
assistant general auditor: Arthur D. 
Bauer and Joseph T. Mooney to su- 
pervisor; Arthur P. Bennett to staff 
assistant. 

In the comptroller’s department: 
Walter G. A. Dollard, Archibald J. 
Forsyth, Harry Hyams, Frank C. Lauer 
Jr., W. Ralph McCardell to executive 
assistant; Robert Brocklebank to man- 
ager of electronic operations, Edward 
F. Schlichting to manager of miscella- 
neous premium accounting, William F. 
Stockton to manager of electronic data 
input, and Arthur A. Wheeler to man- 
ager of electronics research. 


Law Department Changes 


Legal department: M. Frank Amann, 
Irving D. Burstein, Donald C. Tiede- 
mann to counsel and Leo Haskell to 
assistant counsel. 

Group department: Alden W. Bros- 
seau to associate group actuary; Ev- 
erett L. Dunbar to group underwriter; 
Henry J. Golden Jr. to executive as- 
sistant; William B. Lerf to manager 
accounting division; George S. Schell- 
enberg to manager group actuarial di- 
vision, Fred W. Meder to assistant 
manager accounting division. 

Underwriters department: Wendell 
D. Chamberlin and Charles C. Stahl 
to senior underwriter, Edwin A. Flynn, 
Victor T. Gomes, Joseph W. Ingersoll 
to underwriter; Henry F. Gruber and 
David R. Struthwolf to associate un- 
derwriter. 

In addition, Earl Forsyth was pro- 
moted to supervisor of field opera- 
tions in the real estate and mortgage 
loan department; Arthur J. Arctander 
to executive assistant in the proce- 
dures department; John F. Baxter to 
executive assistant in the agency de- 
partment. 

Dr. Denis J. O’Leary becomes asso- 
ciate medical director and Dr. Anna 
Purdy Greene assistant medical di- 
rector, both in the employes medical 
welfare department. 

Dr. Thomas P. Jernigan 3rd, be- 
comes assistant medical director in the 
medical department. 








ACTUARIAL STUDENT 

A fast growing leading company in the non- 
cancellable disability field which is expanding 
its life and group insurance operations has an 
opening for an Actuarial Student with four or 
five Society examinations. Excellent opportunity 
for advancement. Write in confidence to Stuart 
F. Conrod, ice President and Actuary, Loyal 
Protective Life Insurance Company, Boston 15, 
Massachusetts. 











Sees Some Malarkey 
In Reasons For Fire 
Insurer Life Entry 


C. H. Bowersox, general agent at St. 
Louis, writes: 

Why all this furor about life insur- 
ance? 

You have recently carried articles 
embodying agents’ opinions on the 
subject of augmenting life insurance 
selling with that of general insurance. 

With the exception of several views 
given in the Aug. 29 issue, most of 
the comments seemed rather to have 
missed the point. One very realistic 
thought was given in the second para- 
graph of the first article in that issue. 
Also, “more truth than poetry” was 
quoted by the writer of the third 
article. 

My general reaction is explained in 
my opening question. That in turn is 
based upon the experience and results 
of another subject, which could also 
have been similarly phrased—to the 
resulting benefit of many—“Why all 
this furor about multiple line writ- 
ing?” 

Not All Brains In East 


I think the time has come _ to 
acknowledge the fact and explode the 
idea held by many east of the AIl- 
legheny mountains, that all the brains 
of the insurance business are there. 
All too often, unfortunately, insurance 
companies have followed each other, 
giving no thought as to their capabili- 
ties and experience. 

Take the matter of the sudden dire 
necessity to underwrite multiple lines. 
Now that the haze has cleared away, 
in general, was that dire necessity 
actually prompted by anything other 
than package policies? Did it call for 
many companies to blindly go through 
the hole in the fence because the first 
one did, expecting to find greener 
pastures, only to find already estab- 
lished and experienced companies 
firmly domiciled there for years. If 
they were able to elude the competi- 
tion, the grass they found was tainted 
by the business they received. Any 
established agent, with a good portfo- 
lio of business, had no need for their 
facilities, except, perhaps, to try them 
out on their poorer business. Any 
agent with a bad portfolio of business 
was glad to try them out and, as a 
result of both, the competition pros- 
pered. 


“Offset” Theory Hasn’t Worked 


An excuse was given that it pro- 
vided an agent with the softening 
process to an otherwise unprofitable 
year in one class of business. So far 
that has not worked because all class- 
es have been generally bad. That, of 
course, is only temporary I feel and 
hope. But have you ever had an op- 
portunity to put that theory to a test? 
When you do, you will be amazed to 
find how little weight it carries. 

Now we are confronted with the dire 
necessity of everyone going into the 
life business—company-wise, that is. I 
am wondering if we won’t see much 
the same reasons, but for ones that 
can be far more disastrous for com- 
panies and agents alike. Make no mis- 
take about it, I agree whole-heartedly 
with the necessity of the general in- 
surance man giving deep concern to 
the writing of life insurance. He need 
not make a career of it, nor does he 
need the facility of some fire or cas- 
ualty company recently plunged into 
the fray. 

First of all, the necessity of a pack- 
age policy, including life insurance in 
the same company, is nothing more 
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than an attempt at captivating 
agent. Any agent worth his salt can 
have life connections running out 
his ears without making him a cai 


p- Bae 


tive agent for his general busines 


too. 
Business Stays With Agent 


We hear a lot these days abou; 
copying some of the methods of pro. 
cedure of life insurance companies. 
and we are going to come to some af 
them whether we like it or not, Lg 
us be realistic and admit no life jp. 
surance company took an agent’s busi. 
ness just because it used direct billj 
No, that business stayed with the 
agent; as long as he remained an 
agent of the particular company, tha 


is. 


Every life insurance contract has 2 


provision that is 


generally called 


“vested interest.” This varies from 
company to company but I think it j 
safe to say that in a broad sense some 
penalty in one degree or another i 
inflicted upon the departure of the 


agent. 


Also one other possible situation 
comes to mind. What happens to the 
life portion of the package if the auto- 
mobile goes sour; or some other por- 
tion of the line? Visualize the ramifi. 
cations of that situation if you will 
as well as many others which can be 


created. 


On top of all of that, are the giants 
of the life business going to sit idly 
by and let general insurance com- 
panies saturate the life field? If some 
of them would discard their age old 
prejudice of limiting their agents to 
activity solely and completely within 
their own company ranks, which is 
captivating to the ’nth degree, and 


general 


insurance companies would 


not theoretically attempt the same 
thing, by getting into the life picture, 


everyone would be better off. 


General insurance companies need 
not, for their own good, go into the 
life insurance business, nor does any 
agent need the facilities of any life 
company other than a life company 


purely as such. 


Rejoins Cal. Department 


Frank S. Fullenwider, on Oct. 20, 
will rejoin the California department 
in charge of the compliance and legal 


division. Mr. 


Fullenwider resigned 


from that position in 1955 to become 
San Francisco area administrator of 
the state department of alcoholic bev- 


erage control. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co 
135 S. LaSalle St., Chicago, September 23, 19% 


























Bid 
Aetna Life 197 
Beneficial Standard oo... 15 
Business Men’s Assurance 84 
Cal.-Western States ...ccccccccceeneee 93 
Columbian National. .... 104 
Commonwealth Life ...... 24 
Connecticut General ....... 307 
Continental Assurance ... 155 
Franklin Life «0... 6642 
Great Southern Life ..........0 85 
Gulf Life 25 
Jefferson Standard .....ssccseseseee 8414 
Kansas City Life ........... ‘ 1470 
Liberty National Life ... 3742 
Life & Casualty .......0 22 
Life of Virginia ...... 50 
Lincoln National Life ... 203 
National L. & A. ....... 96 
North American, III. ... 18% 
N. W. National Life ..... 86 
Ohio State Life ........ 320 
Old Line Life ................ 54 
Republic Natl. Life 56 
Southland Life ........... 96 
Southwestern Life ....... 120 
Travelers 8212 
United, Ill. 40 
U. S. Life 42 
Wisconsin National Life ........... 70 
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ae s : 2 devel ts at the local level. 7 

‘ating! Mew Mortality Table Has Solid Industry —“Virtuaty every state committee has SAYS Hoffa Aids Took 
2ing out of 4 5 G d B iF NAIC A ] a in at i = tr ac- At Least $1.6 Million 
im ee| Backing: Good Bet For pproval ——_susinted meeting with mesical toro. From Welfare Funds 


al busines, 


(CONTINUED FROM PAGE 1) 


sition that if there is need for a new 
mortality table the question should be 


dustry actuarial advisory committee 
includes Richard L. Glazier, Life of 


according to the bulletin. 
The Massachusetts state committee, 
for example, called on the administra- 


(CONTINUED FROM PAGE 2) 
has invested in oil wells with Mr. Hof- 
fa. : 


days a tudied on that basis, not as a matter Virginia; Victor E. Henningsen, North- ; Z By 1953, Union Casualty had 
ods of = ‘f solving a deficiency reserve problem western Mutual;. James E. Hoskins, bt etien Bice oon Men thaw et charged Teamsters $8.5 million in 
c ‘ me insurers might have. Travelers; James F. MacLean, Bank- 8 micah . » premiums, of which the company kept 
Ompaniey| that so ers Life of Nebraska: Frank H. Oshlo, May to express the insurance business $1,263 000. M M id. If 

to some ¢ Comparison Of Margins Girard Life: Clarence H. Tookey, @PPreciation for the outstanding ser- jp". ~~ eye se. 
or not. Le : . a ; , me : ey, vice performed by hospitals in each the union had obtained coverage from 
no life ip Although the margins or loadings, Occidental of California; Bert A. Win- diiienmeala the lowest bidder, Mr. Mayerson said, 
sent’ ‘| in terms of dollar and cents, are ter, Prudential; and Charles M. Stern- y- ; it would have saved over $600,000. 
on ane higher at some ages and lower at hell, New York Life. = — Powe tyrone reported, ““in addition, Mr. Mayerson noted, 
others as compared with the present Mr. Sternhell is committee secretary. grass root activities in te various during the seven years following 1950, 


mained ap 
apany, that 


cso table, they are, at the juvenile 
ages, just about at the same level as 
the present table. 


Health Council Grass 
Roots Program Pushed 


states take the form of joint committee 
discussions between medical, hospital 
and insurance groups; insurance com- 
pany speakers appearing at state and 


the central and Michigan conference 
welfare funds paid out $1.4 million in 
brokerage commissions to an agency 
run by Mr. Perlman and another op- 


inegiGekt meee merormtade Tews, the percent: county medical society meetings and 

1 e margins at all ages in the proposed , ; : erated by Rose Dorfman and her son 

a re table are in excess of the percentages By 400 State Members eg age we Orbea rom — — Alan. The Dorfmans have been real 

think it jc) in the 1941 CSO table. More than 400 insurance company ance for pu sg ion in medical an estate partners of Mr. Hoffa. 

sense pit From a selling point of view, the representatives in 46 states are partici- hospital journals. Mr. Mayerson, who said that his 

another i;} new mortality table would not be pating in the “grass roots” program of ee study of six other insurers showed 

Ire of the expected to make much. difference in Health Insurance Council, according they would have paid commissions of 
premium rates. On non-forfeiture to Morton D. Miller, 2nd vice-president [JA To Broaden Study $160,000 to $380,000, noted that Team- 

> situation} values the effect would vary, depend- of Equitable Society and council chair- Ot Fed IT 3 sters had overpaid about $1 million 

ens to the| ing on age, duration, plan, etc., but in man. meee ederal [Taxation in commissions. 

f the auto.| general the reserves called for by the Mr. Miller, writing in the September (CONTINUED FROM PAGE 1) Robert F. Kennedy, committee coun- 

other por-| new table are slightly lower than edition of Newscope, the first issue of federal income taxation of life com- sel added up the commissions and 

the ramifi-| those under the present CSO table, 2 monthly bulletin service on council panies to cover all possible approaches. overcharges and reported they came 


j you will, 
ich can be 


provided the same interest assump- 


tions are used. 
Most companies now are using the 





activities, termed the new state pro- 
gram of the council “one of the most 
important undertakings in its history.” 

State committees throughout the 


The resolution reads: 

“Believing that the most important 
objective of the life insurance business 
is to find a generally acceptable solu- 


to about $1.6 million. 
Before Mr. Mayerson testified, Mr. 
Hoffa denied to the committee that 






























the giants} 24% interest assumption and it is 1 l S he had shown any favoritism to the 
to sit idly| believed that most of them would country, he said, are representing the tion of the federal tax problem, and Dorfmans. He also maintained that all 
ance com.) continue to do so. Also it seems likely business in the “development of better recognizing the great public interest in of the union’s coverage was obtained 
1? If some| that some 242% companies that are doctor-hospital-insurance company re- the subject, this board favors con- on a competitive basis. 
ir age old) using the 3% basis on some policies lations at local community levels, sideration of all tax approaches on a ee 
agents to} to avoid having to set up the deficien- thereby providing the public with even constructive basis through the joint Austin A H Dal R 
ely within| cy reserve that would be needed if a better voluntary health insurance ser- federal income tax committee and, to ustin gents Hear Da. las eport 
which is} 24% basis were used will resume the Vice.” } ae be prepared for committee hearings, Austin (Tex.) Assn. of Life Under- 
gree, and| 24% basis when it can be coupled The bulletin will be distributed each believes that benefit will flow from writers recently heard a review of the 
ies would! With an up-to-date mortality table. month to state committeemen, as well prompt study of all these approaches.” Dallas convention of National Assn. 
the same| pyblic Relations Aid as to other executives of member com- The committee hearings referred to of Life Underwriters by A. J. Clare, 
fe picture panies of the council. Its objectives, are those of the House ways and means State Farm Life. Frank Jones, Austin 
. ‘| Probably the main effect will be on Mr. Miller said, are to strengthen committee, scheduled to begin Nov. 17. Life, presented awards to 25 associa- 
site neej| Public relations. Experience with older lines of communication between the Ways and means Chairman Mills has tion members who have completed 
> into the| Mortality tables has shown the use of state committees and, in addition, indicated that the committee wants the part I of LUTC and to 24 who have 
does any| 2 table that differs markedly from keep member companies informed of total receipts approach explored. completed both parts I and II. 
f any life current morality gives critics and even 
- company friendly observers the erroneous idea 
that the public is thereby forced to 
pay too much for its insurance. 
t Participating companies take care 
en of the situation through dividends and Al (A yy. RR 0. 0, Fi OR 0. E O E eee 
1 Oct. 20) non-par companies pitch their rates 
epartment| on new business according to their 
ye = a experience but it seems because all new arrivals in the family are protected 
ohana Maes .. eo writers and automatically with Life and Casualty’s Family Protec- 
strator di} By taking the initiative, the indus- tom Pan 
holic bev-} try is Paving the way for a new Life and Casualty’s Family Protection Plan is the ideal 
table without looking as if it is hang- solution for the young family who needs a low cost 
co on to the old rates as long as it starter for their family insurance program, as well as 
There i ih aie a for the established family who truly needs extra pro- 
extended term insurance, to be known tection on each family member. 
: as the 1958 CSO-A- table, as the The Family Protection Plan is designed especially to 
ee a oo. basis. This is a higher table meet the protection needs of each member of the fam- 
“s soa ve — ele aes —— ily, and provides needed insurance on all family mem- 
“ 16 | of handling it. Companies poe > bers with one policy and one 
" 7 permitted to use rates anywhere be- iemacas 
_—- 1 Sp Re omg ag CSO table Life and Casualty writes the 
7 312 Besides Chairman “Phillips the in- oa deve ewpata a nt 
5 19 ’ Weekly Premium and Ordinary 
6} i 
: United Of Chicago Plans Departments. 
4 Stock Dividend, Early ‘59 
i%y «9 J. R. Hogan, president of United of 
2 23 Chicago, has been quoted in the Wall Reproduced through the courtesy 
0 F- Street Journal that the company will asshole 
; 9 | Probably” declare a stock dividend 
BY, «19% (over the counter) early next year. 
; = — present thinking is in line with a 
; © payment,” he said. “But there is . : 
Bid a possibility we might declare a 100% Life Insurance in Force 
; 100 dividend.” The company expects pre- Over $1,500,000,000. 
, %y| Mium income this year to rise to about 
es $80 million from $68.7 in 1957. Al 
) 42 -f In . So, 
43 | assets are expected to pass the $100 
) 72 } million mark this year. ¥ 
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reaching higher...? 








There are many ways up for the Penn Mutual 
underwriter interested in getting ahead—life un- 
derwriting sales, sales supervisory work, manage- 
ment and general agency opportunities . . . what- 
ever interests him most and suits him best. 


And because we firmly believe that Penn Mutual 
opportunities should go to Penn Mutual men, he 
will discover that Penn Mutual will do everything 
in its power to help him realize his goal in whatever 
area he may choose. This includes intensive train- 
ing and educational programs—plus plentiful op- 
portunities to test his wings in actual positions 
of responsibility. 













You see, we realize that the man who wants to 
get ahead is a “man with a future”. . . and such 
men represent our future. 

Back of Your 
Independence 
Stands The 
PENN MUTUAL 
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